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EQUITABLE SEVENTIETH ANNIVERSARY SERIES 








SOME OF THE CONTRIBUTIONS TO AMERICAN LIFE INSURANCE BY 
THE EQUITABLE 
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1. From its inception, 70 years ment basis with life insurance coverage included. 
ago, THE EquiTaBLe Lire Assur- “a 
ANCE SOCIETY OF THE UNITED 7. It devised the Group Plan of life insurance under 
STATES has advocated the mutual which an employer can by means of a single blanket 
principle in life insurance where- policy protect his employees without requiring them 
by the Policyholders constitute to submit to individual medical examinations. 
the Company. — ‘a 
eee 8. It devised a Retirement Annuity self pension plan 
2. It was the pioneer in popular- whereby a man or woman may by investing a com- 
Home Qfias, 3008 izing life insurance. Its first step paratively small sum annually make absolutely cer- 
was to shorten, simplify and liberalize the policy tain provision for the “Sunset Days of Life.” 
contract. . 2 


i A ’ 


' a‘ : h ae 9. It introduced a Refund Life Annuity under which 
5. It took the lead in stamping out the practice o the total return to the Investor may be considerably 


contesting policies gn merely technical grounds. It more, but can never be less than the original amount 
later made the policy contract incontestable after 











invested. 
being in force for « one year during the insured’s life- . ae 
Senn. 10. It inaugurated an annual Free Health Examina- 
a glee tion Service for its Policyholders. 
P a.lt originated the practice of paying Death Claims re 
immediately on presentation’ of due proof of death. 3 oy 
Over 98% of its Death Claims are paid within one suring public it formulated 
day after receipt of due proof. plans fer the Education 
a and Training of agents, 






thereby elevating life un- 
‘ detwriting to a professional 





5. For the exigencies attending the “living death” 
which a man experiences when totally.and perma- 








nently disabled it adopted a plan for maintaining me i a's 

the insurance in full force and effect, at the same 12. It furnishes a: superb 
time paying him a monthly income during continu- ‘ investment service for Pol- 
ance of disability. . 28 icyholders and Beneficiaries 





for the purpose of safe- 
6. It introduced a Home Purchase Plan under which guarding the proceeds of 
a mortgage loan may be paid off on a monthly repay- policies at maturity. Present Home Office 











sd Sd 7 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
' 393 SEVENTH AVE., NEW YORK, N. Y. 
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Sixty-Six Years Ago~And Still True 


As the Agent is a very necessary factor in prescribing for the 
NEEDS of a life insurer, experience ought to teach all life insurance 
companies to employ as agents only men able to do credit to any pro- 
fession, men of unquestionable integrity and first-rate talents and cul- 
ture, men of too high a type of mind to exalt their own company by 
the detraction of another, or to prevail by taking advantage of weak- 
ness and ignorance rather than by strength of their arguments or the 
knowledge they are able to impart. 


A personage, great in the insurance field, advanced the idea here 
stated,—in the identical language,—over sixty-six years ago, and the 
experiences of the intervening decades have not affected its absolute 
truth. 


Companies ought to be careful of, and responsible for, their 
agents. They should see to it that all are given ample educational 
equipment to meet the public demands for professional service in a 
complete and satisfactory way. 


The Agent, on the other hand, should look upon his work as a 
vocation, not a job. 


He should be completely informed, thoroughly reliable and con- 
stantly industrious. 


He should follow the kindly admonition of St. Paul: “Let us not 
be weary in well doing: for in due season we shall reap, if we faint not. 
So then, as we have opportunity, let us work that which is good toward 
all men.” 


The Northwestern Mutual Life Insurance Company feels that its 
Agents. measure up to the required standards, and are equipped to pro- 
fessionally prescribe for the public zm all its life insurance Needs. 


THE NORTHWESTERN MUTUAL LIFE 


INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Tools of the Trade 














WIrnour his pick and 
shovel the ditch-digger would be unable to complete 
his task. Without a hammer the carpenter would 
have difficulty in driving nails. 


It is also true that even though the laborer 

were equipped with the instruments necessary 
to ply his trade he would not be able to work as 
easily as and with the finer results of another 
worker who had better tools. 


Illinois Life men are perfectly equipped with 

the tools of their trade; training, Home Office 
cooperation, a policy for every need, faith in their 
company. Tools of quality and proven effectiveness 
are as necessary to the life underwriter as they 
are to the day laborer. 


G Illinois Life men have all the tools of the trade 
—and know how to use them. 


The Illinois Life Insurance Company enjoys the distinction 
of being the first legal reserve life insurance company, 


now active, to be chartered by the State of Illinois. 


Illinois Life Insurance Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 
Raymond W. Stevens, President 
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Heavy Tax Boost 
Proposed by Body 
Federal Committee Reports 


Method Which Would Make 
1927 Levy $26,605,000 


DECLARES DEMAND IS FAIR 


Rate Paid by Companies Under Old 
Law Is Branded as “Entirely 
Inadequate” 


life 
“fair 


taxation on 


termed as a 


Heavy increase in 
insurance companies, 
tax,” would result from the change in 
the method of federal taxation proposed 
in a preliminary report of the joint con- 
gressional committee internal reve- 
nue and taxation, just made public. 
According to the committee adoption 
of the proposed method would have re- 
sulted in a total tax of $26,605,000 for 
the year 1927. It was pointed out that 


the final tax actually levied for the years 
1921 to 1928 was $76,090,000, as com- 
pared with the $461,389,000 which would 
have been assessed if the full theoretical 
tax had been specified. 

Act Revised in 1921 


on 


The committee explained that it was 
necessary to write special provisions 
into the revenue act in 1921 because the 
provisions of the 1918 act were obscure 
and resulted in too small a tax. Since 
1621 the provisions have remained prac- 
tically unchanged. 

The committee declared its opinion 
that the present system of taxation as 
now applied under interpretation of the 
Supreme Court gives a tax that is “en- 
tirely inadequate,” when it is considered 
that at the end of 1927 there were 118,- 
903,835 policies in force in this country 
for more than $97,000,000,000 of life 
insurance. 

The text of the committee’s synopsis 
of its report follows: 


Text of Committee's Report 


1. The magnitude of the life insur- 
ance business in the United States may 
be visualized from the fact that on 
Dec. 31, 1927, there were 119,903,835 
or certificates of insurance in 
force, which amounted to almost exactly 
one policy or certificate for every man, 
woman, and child making up our total 
population on that date. The total 
amount of insurance in force was more 
than $97,000,000,000, or $803 per capita. 

2. Special provisions were written 
into our revenue act in 1921 to provide 
lor the taxation of life insurance com- 
panies because the provisions of the 1918 


act were obscure and resulted in too 
small a tax. These provisions have re- 
hiamed practically unchanged from 1921 


up to the present time. 
Effect of Special Laws 
Pin An investigation of the effect of 
he special provisions of the 1921, 1924, 
(CONTINUED ON LAST PAGE) 





Life Company Investments 


Question Arises As to Whether Laws Should Be So 
Liberalized As to Allow the Holding of 
Common Stocks 


UNDERWRITER asked a 
presidents to give 


THe NATIONAL 
number of company 


their views on the desirability of ex- 
tending the scope of life company in- 
vestments to include common stocks 


that have been on a dividend paying ba- 
for some years. Probably the in- 
vestment record of the Sun Life of 
Canada and the effect of the more lib- 
eral investment laws of the Dominion 
have had something to do with the at- 
tention being given to the subject in the 
United States. 


S1S 


President H. B. Arnold’s Views 
President H. B. Arnold of the Mid- 
land Mutual Life of Columbus, O., 


gives some observations saying: 

“In response to urgent requests I 
have agreed to have a paper on the sub- 
ject of our investments, which would 
include common stocks, to be delivered 
at the American Life Convention meet- 
ing in Cincinnati in October. Naturally 
I have been making an intensive study 
of the subject and have not yet in 
all respects reached final conclusions. 
No doubt many other executives are in- 
terested but do not take the time to 
thoroughly study the questions involved. 
I would of course be greatly interested 
in knowing how the executives of other 
companies feel about the matter. 


as 


Mortgage Loans 


“Generally speaking any trouble which 
companies may have had with mortgage 
loans which might involve losses is not 
due to the system but due to the way 
in which they have been handled. 
might have all sorts of legal restrictions, 
yet the results will necessarily be deter- 
mined by the human element, which in- 
volves on the one side skill and on the 
other side integrity. For instance I 
never was in the least attracted by the 
offers of Florida mortgages with high 
interest rates and apparently excellent 
guarantees. Perhaps ¢he greatest diffi- 
culty with all investments is that even 
the most conservative to an extent be- 


| ter and 


We | 


| in 


come affected with the spirit of the 
times during speculative periods of in- 
flation. This applies to all sorts of in- 
vestments.” 
H. B. Smith, Jr.’s Views 

Vice-President H. B. Smith, Jr., of 
the George Washington Life says: 

“I hardly think it necessary for me} 


to give my reasons for advocating that 
life companies be permitted to invest a 
certain proportion of their funds in com- 


mon stocks. I think this proportion 
should be limited to an amount that 
doesn’t exceed the surplus and paid-in 
capital stock. I think also that the 
stocks purchased should be very high 
grade. Most of us are familiar with 


Moody’s ratings. While I do not believe 
Moody’s ratings or any other ratings 
are more than approximately accurate, 
1 believe it would give some idea of | 
my judgment to say that any stocks 


| 


purchased should be rated BAA or bet- 
should have a record of con- 
tinuous payment of dividends for a pe- 
riod of not less than ten years.” 


Inter-Southern Life 


President C. G. Arnett 
Southern Life says: 

“It appears to me that the question 
of life insurance companies investing 
their funds in common stocks is a seri- 
ous problem and should be given most 
careful consideration before any attempt 
made to liberalize investment laws 
along this line. It would be hard for a 
life company to select stocks where 
there is absolute safety over a long pe- 
riod of years. Selecting stocks, and 
knowing when to sell stocks, brings into 


of the Inter- 


is 


life insurance investments a degree of 
speculation. 
Text of Kentucky Law 
“The following is the Kentucky law: 


capital stock and accu- 
capital stock and accu- 
insurance corporations 


‘Investment of 
mulations.—The 
mulations of all 


may be invested in bonds and mort- 
gages, lien notes or deeds of trust on 
unencumbered real estate, worth 50 per- 


cent more than the sum loaned thereon, 


exclusive of buildings, unless such 
buildings are insured, and the policy 
transferred to said company, and con- 


tinued in force so long as the loan con- 
tinues, and in the bonds of this 
state and of other states of the United 
States, and in the bonds of railroads of 
states, and, also, in the bonds of any 
county, city, town, township or school 
district, of this state or other states of 
the United States, authorized to be 
sued by the legislature thereof, and also 
in the stocks of incorporated state banks 
and trust companies and of national 
banks of this state and other states of 
the United States, and of incorporated 
insurance companies of this state and 
other states of the United States, and 
the bonds of railroads of this state 
and other states of the United States, 
and in the bonds or stocks of any 
bridge, water, street, railroad, traction, 
gas or electric corporations of this state, 
or of other states of the United States, 
which shall have a market value of not 
more than 20 percent below par. * * *’ 

“Personally, I would not ask that our 
privileges be liberalized.” 


also 


is- 


Massachusetts Opinion 





A Massachusetts president says: 

“This class of investment is at the 
present, legal for Massachusetts com- 
panies to the extent of 25 percent of 
their reserves and their net surplus 
funds. I am of the opinion that this 
privilege should be sufficient to meet 
the requirements of life companies 
chartered in Massachusetts. I am of 
the opinion that the privilege of invest- 
ing in common stocks is likely to be 


extended during the next three years in | 
most of the states.” 


Influenza Wave 
Is Ended, Report 


Metropolitan Finds Remarkably 
Low Mortality Rate Is 


Aftermath 


CHANCE OF RECORD YEAR 


Reduction in Tuberculosis Death Rate 
Noted in Survey of Health 
Conditions 


In its monthly health report issued 
this week, the Metropolitan Life cites 
the complete recovery from the influ- 
enza epidemic of the first quarter and 
replacement by a remarkably low mor- 
tality rate which points to the pos- 
sibility of another record year, even off- 


setting the great losses of the first three 
months, 

The May death rate, 
was 9 per 1,000, compared with 10.4 
last May and 8.9 in May, 1927. It also 
compared with 9.9 in April. The May 
death rate has been lower only twice in 
the past decade, in 1921 and in 1921, 


the last reported, 


Cumulative Rate 10.7 


The vast improvement in the past two 
months is shown by the cumulative 
death rate for the first five months 
which was 10.7, only 7 percent above 


that for the 1928 period and in spite of 
a January rate 13.4 and a February 
rate not much lower. 

At the end of February the 
tive rate was 32 percent above 
last year. 

Most significant among the 
ments, apart from the complete recovery 
from the influenza epidemic, is the re- 
duction in tuberculosis mortality, the 
May rate bringing the year to date 
figure considerably below that for last 
year. 


of 


cumula- 
that of 


improve- 


Different Trend Recently 


This noteworthy for two months 
ago the trend was otherwise, the figure 
for the year up to April showing an 
excess above last year which seemed 
to break the persistent downward trend 
of recent years. 

The actual trend is now recovered and 


18 


the apprehension on this score is re- 
moved. Improvement has shown in the 
entire range of chilldren’s diseases. Auto 
fatalities increased greatly. Small pox 
and typhoid showed slight increases. 
The general situation is greatly im- 


proved, however, and there is now some 
hope that 1929 may again set a mortality 


record. 


Examining Sun Life of Canada 


Examination of the Sun Life of Can- 
ada has been started by Michigan exam- 


iners, assisted by a number from other 
states. It is expected that the exam- 
ination will require two months. 
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Emotional Talk 
Has a Backfire 


Harry C. McNamer Declares 
Agents Must Know How to 
Use Appeal 





MUST HAVE FIRM BASIS 


Intellectual Argument Should Form the 
Foundation for the Approach 
in the Sale 


“The greatest trouble with the sales 
talk is the fact that we are apt to use 
too much of it,” said Harry C. Me- 
Namer of Chicago, in his speech en- 
titled “The Sales Talk” before the Union 
Central agency convention in Los An- 
veles. Mr. McNamer declared it was 
possible to talk too much to the pros- 


pect as it was to talk not enough. 

“There are two sorts of appeals | which 
may be made in the interview,” Mr. 
McNamer said. “One is the intellectual 
appeal and the other the emotional ap- 
peal. The present day tendency toward 
education is so great that we are get- 
ting to the point where we rely too 
much on the intellectual appeal, per- 
haps, and forget that men are motivated 
by their emotions after all. The emo- 
tional appeal has a back fire in it, but 
nevertheless it has a distinct place in 
the sales talk. The principal thing is 
to know when and where to use it. If 
you try to use it on the hardened banker 
you are likely to get laughed out of 
his office. 


Need Firm Ground Work 


“A good rule in making the sales talk 
is to lay down the intellectual appeal as 
a firm ground work. Oftentimes this 
will do the work in itself, but if the 
intellectual appeal doesn’t get across, 
you can fall back on the emotional ap- 
peal. 

“Sometimes the emotional appeal 
which serves a policy is supplied from 
the outside.” Mr. McNamer illustrated 
his point with the story of a man who 
had $17,000 coverage and declared he 
would never buy another dollar’s worth. 
Neither friendship nor the clever sales 
methods which Mr. McNamer could use 
prevailed on his friend to increase his 
insurance, although he needed it, and 
could well afford it. One day, when he 
was to make a call on his friend he 
found him out attending his brother-in- 
law’s funeral. Next day Mr. McNamer 
called again, and without mentioning life 
insurance simply said: 


Friend Did the Talking 


“And in what financial condition was 
your sister left?” 

“Well, I suppose you are going to sell 
me some more life insurance, now,” 
was the response. 

That question supplied the motivating 
appeal. From then on Mr. McNamer’s 
friend did all the talking, bringing out 
the fact that his brother-in-law had only 
$30,000 worth of insurance, and that it 
would be up to him to come through 
with $100 a month in order that his 
sister’s children might be educated. The 
friend, now carries $80,000 of protection 
and he wants to get $100,000. Mr. Mc- 
Namer hinted that he might let him 


have it. 

“Life insurance is the lengthened 
shadow of a man’s life,” Mr. McNamer 
said. “It is the duty of the life insur- 
ance agent to give a man a vision of 
his own possibilities. Very few men 
have this vision, and you would be sur- 
prised to know how many men do not 
even know how much money they want 
to make. They do not realize their pos- 

















J. E. Bragg and A. R. Allen Join Hands 

















JAMES ELTON BRAGG 


An unusual combination 


of this country and one of the largest 


personal producers has been effected 
through the union of James Elton 


Bragg, manager for the Union Central 
in Philadelphia since Jan. 1, 1927, and 
A. Rushton Allen, formerly of the 
Provident Mutual in Philadelphia. 

Mr. Allen, 
vania graduate, holder of a sheepskin 
from the Cleveland law school and a 
member of the bar in Ohio and Penn- 
sylvania, produced more than a million 
a year with the Provident Mutual be- 
fore he went to New York as general 
agent. Between 1916 and 1919 he was 
general agent in New York, where he 
became acquainted immediately after 
the war with Mr. Bragg, who was writ- 


of one of | 
the outstanding life insurance educators | 


a University of Pennsyl- | 


A. RUSHTON ALLEN 


ing insurance at the time with the Provi- 
dent Mutual agency. 

From 1919 until recently Mr. Allen 
was general agent for the Provident 
Mutual in Cleveland. Near the end of 
1928 he joined forces with Sigourney 
Mellor and was manager for the Home 
Life of New York in Philadelphia. 

A partnership-managership arrange- 
ment has been effected in Philadelphia. 
Mr. Bragg needs no introduction, hav- 
ing been prominent as a life insurance 
educator for a number of years and vice- 
president of the Manhattan Life between 
1925 and 1927. 

The joining of forces resulted largely 
from the association of Messrs. Allen 
and Bragg in life insurance education 
work through a night school which they 
conducted in Philadelphia. 








Continental of St. Louis 
Passes Hundred Million 





Announcement is made by President 
Ed Mays that the Continental Life of 
St. Louis has passed the $100,000,000 
mark of life insurance in force, the exact 
amount of business on the books as of 
June 30 being $100,107,095. This is a 
goal for which the company has been 
striving for some time. Its achievement 
was the occasion of an impromptu cele- 
bration at the home office when the 
news became known. The company’s 
written business for June was $2,610,- 
557, a gain of 30.2 percent over the same 
month last year. 








sibilities and the life insurance agent can 
do mutch in getting home this realiza- 
tion. If he can open a prospect’s eyes, 
the prospect himself will lay down the 
program.” Mr. McNamer strongly urged 
the duty of the agent to be loyal to the 
family of the policyholder. 

Emphasizing the fact that the ground 
work must be carefully laid, he quoted a 
striking line from a recent newspaper 
advertisement as applying to life in- 
surance: 

“We believe that if the fundamentals 
are right, important things just happen.” 

Speaking of life insurance advertising, 
Mr. McNamer declared that it ought 
to be done among those wives who have 
to be consulted before the husband can 
take any life insurance—the wife does 
so often queer the deal. 

MeNamer Is an Author 

Mr. McNamer joined the Darby A. 
Day Chicago agency as manager of the 
brokerage department in March. He has 
been a large writer of insurance for a 
number of years for the Equitable of 





Extend Date in Drive for 
Woods Foundation Funds 





The drive for the Edward A. Woods 
Foundation fund of $100,000 has been 
extended to July 20. The work under 
the leadership of William M. Duff of 
Pittsburgh and George S. Robertson of 
Raltimore started May 20 and was to 
be completed June 20, but due to the 
fact that many of the active workers 
were away on their vacation it was de- 
cided to extend the date. 

The Edward A. Woods Foundation is 
tu be used to endow the American Col- 
lege of Life Underwriters, of which 
Mr. Woods was first president. The 
fund will be deposited with a Pitts- 
burgh trust company and the income 
vill be available for use of the college. 
At the Detroit convention of the Na- 
tional Association of Life Underwriters 
when the foundation was suggested, 
$12,000 was subscribed from the floor. 

The progress of the campaign to date 
has been satisfactory, although reports 
are not in from the large metropolitan 
centers and they necessarily have a large 
portion of the fund to raise. The 
smaller cities have already reported their 
full quota and it is expected by Sep- 
tember the campaign committee will be 
able to report successfully at the Wash- 
ington meeting. 








New York, and is the author of a 
standard textbook entitled “Income In- 
surance and How to Sell It,” which has 
attained wide circulation and attracted 
much favorable comment. 


Subscribe for a personal copy of The 
National Underwriter—$3 per year for 
the life insurance edition. 








Sentinel Figures 
in Merger Ded 


Eastern Company Whose Nam 
Will Be Announced Soon 
Is Absorbed 


PLAN AGENCY EXPANSIOy 


National Insurance Leader Engaged y 
Direct New Organization, Chairman 
Harvey Makes Known 


KANSAS CITY, MO., July 11.—Ap. 
nouncement of the merging of 
000,000 eastern insurance company with 
the Sentinel Life of Kansas City, with 
headquarters of the merged companie 
to be located in Kansas City, 
here by Frank Harvey, chairman of th 
executive committee of the Sentinel. 

A national leader in the insurance field 
has been engaged to direct the merge 
companies, it was announced. Neither 


the name of the new president nor that 
of the eastern company will be divulged 


a $20. 


Was made 


for a month or so, Mr. Harvey said. 
Sentinel in Sound Shape 
The Sentinel, which will be thre 


years old in November, now has $1)- 
000,000 of insurance in force. The con- 
pany will be greatly strengthened by the 
addition of the eastern concern. The 
new organization will operate under the 
Sentinel name. 

Arthur M. Hyde, now secretary d 
agriculture, and president of the com- 
pany since its organization, recently re- 
signed, though he still retains an interest 
in the company. E. G. Trimble is 
chairman of the board of the Sentinel 
and one of the dominant figures in the 
group of insurance organizations which 
have their offices in the Insurance built- 
ing at Tenth and Oak streets, Kansas 
City. 

“Kansas City has witnessed the de 
velopment from infancy of the insur 
ance business,” Mr. Harvey said. “Hun- 
dreds of millions of dollars will be pour- 
ing into Kansas City annually. We are 
destined to be the greatest insurance 
center in the west—a second Hartford.” 


Plan Agency Campaign 


A campaign to build up agencies 
throughout the states in which the com- 
pany operates is a part of the expam- 
sion program of the Sentinel. 

The name of the new president and 
the eastern company will be announced 
within about 60 days, Mr. Harvey said 
when details of the purchase are com- 
pleted. 


SUE ON POLICY ISSUED IN 
POUNDS INSTEAD OF DOLLARS 





A peculiar suit involving an insurance 
policy has been filed in federal court 
in Indianapolis. The error of a clerk 
writing “pounds sterling” instead o 
dollars on the face of a policy issued 
35 years ago resulted in the filing of a 
suit for judgment of £1,250 against the 
New York Life. 

The suit was filed by Mrs. Zo« 
Shelton, Indianapolis; Lyman E. Brack- 
et, Effie Bracket, as guardian of James 
S. Bracket, and the United States Bank 
& Trust Company, executor of the will 
of Lyman E. Bracket, deceased. All the 
latter are living in Fulton county, Ind. 

Lyman M. Bracket in 1888 a out a 


Anna 


$5,000 policy with the company, which 
he permitted to lapse. In 1894 the com- 
pany, so the complaint says, agreed to 

50 but 


give him a paid-up policy for $1,2! 
the policy when delivered called 
£1,250. Mr. Bracket died in July, 


for 
1928. 
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nion Central’s 
Agency Meeting 
annual Gathering of the Produc- 


Held 
at Los Angeles 


ing Force Is 


WRITERS ON HAND 


BIG 


Newly Appointed General Agents Are 
Presented to the Convention— 
Heartman Local Host 


liday mood after their enter- 


1 
' h 
1 ne 


taining trek across country from homes 


her states, more than 600 agents 
Angeles for 


the 


and wives assembled at Los 


the annual agency convention of 
Union Central Life. 

Four special trains were required to 
from 
Members of 


cars. 


S One train from New York carried about 


4 150 persons, 
members of the 


members of the Darby 


} train 


» mounted the platform, cries for 


more than half of them 
C. B. Knight agency in 


New York City, which has been setting 


ithe fast pace of $50,000,000 in 1929. A 


second train started from Chicago, with 
A. Day agency 
and other mid-western groups. Another 
started from Cincinnati and a 
fourth from Memphis. 


Tougas Opened Convention 


The first session was opened by Wal- 


ter L. Tougas of the Boston agency, 
the company’s well known song leader. 
As the distinguished Frenchman 


“Allou- 
ette” were heard on all sides above the 
cheering. This French song, introduced 
at Union Central conventions years ago 


> by Mr. Tougas, has become a time hon- 


er tea 


ored tradition. 


Manager Roy H. Heartman of the 


Los Angeles agency welcomed the del- 


egates to California. Taking over the 
agency less than two years ago he has 
increased the production from $2,000,000 
to $6,000,000 a year and has increased 
the agency force in Los Angeles from 
35 to 100. 

President Clark Introduced 


Mr. Heartman introduced Jesse R. 
Clark, Jr.. who was to address his first 
Union Central agency convention as 
president of the company. He was 
elected the office on the death of 
John D. Sage last December. Mr. Clark 
Was formerly treasurer and is known 
to the insurance fraternity as the young- 
st president of a large insurance com- 
pany, being only 44 years old. 

_R. L. Stephenson, manager at San 
Francisco, read a memorial in memory 
of the general agents and officers of the 
company who had died since the last 
convention, 


to 


New General Agents Presented 


Clifford D. Erd, former traveling au- 
ditor of the Union Central and newly 
appointed district supervisor, introduced 
to the assembly the new general agents 
who had been appointed since the pre- 


vious ¢ onvention. These were A. R. 
Allen, } ‘hiladelphia, who will enter a 
partnership with James Elton Bragg, 


present manager in that city; John L. 
Haynes, Oklahoma City; Loren Hord, 
Minneay polis; R. C. Kantnor, Altoona, 
Pa, Russell King, Indianapolis; Paul 
Z Orr, +x, Claude M. Sullivan, 
toux City, ; J. M. Woodhouse, asso- 
ciate Re Fo ‘with E. E. Silver at Bos- 
ton; Harold P. Winters, Davenport, Ia. 
Loren Hord responded for the new 
Managers, 


He told how he had joined the Union 





LI FE 


INSUR. \NCE EDITION 


\Views of Millionaire Men 


Two of the Big Bertha Producers of the Union Central 
Life Give Their Observations on the Ways of 
Successful Achievement in the Field 


is the greatest 
the life insurance 
\V. Colgrove, mil- 
of the Chicago 


inspiration 
success in 
declared C. 
producer 


“Family 
secret of 
business,” 
lion dollar 
agency, 
Central convention at Los Angeles. 
Colgrove is a comparatively new 
in the Union Central organization. The 
last few months of 1928 he paid for 
nore than a million and the 
of 1929 has settled for more than $3,000,- 
000, making him the leading producer 
in the Union Central. 


Mr. 


Inspiration That Is 
Found in the Managers 


“There are two families which serve 


| that we 


in his address before the Union | 


man | 


first half | 


is gone,’ 
i 


the thing which keeps every underwriter 
from being a big producer is the fact 
have no set time when we must 
report for duty. Our time is our own,” 
he said. “ The average agent comes 
into the office in the morning, has an 
argument about baseball, follows it with 
a dissertation on whether a_ certain 
friend owes him a bet and then finishes 
the morning with a chat over a cup of 
coffee. In the afternoon he devotes his 
time to a discussion of the great game 
of golf and before he knows it, the day 
Mr. Wiederman said. 


| Urged Man to Quit 


Wasting so Much Time 


as a man’s inspiration in the insurance| Mr. Wiederman paid high compliment 
business,” declared Mr. Colgrove.| to Joseph P. Devine, manager of the 
“When I first decided to enter the in- | San Antonio agency of the Union Cen- 


surance business my entire inspiration 
came from my wife and two daughters. 
I had been with the Union Central but 
a few days when I began to find new 
inspiration in the counsel and example 


of Darby A, Day, our manager at Chi- 
cago. He is a member of the othen 
family from which our agents receive 


the inspiration which is responsible for 
their success. 


of the managers in the field and the 
officers of the company. No man can 
be sucessful in the insurance business 


unless he believes in his superiors and 
has the confidence in them to accept 
their guidance and advice. Achievement 
in this business means that you are 
achieving not only for yourself, but for 
all whom you serve.” 

“Every agent with the Union Central 
Life is the potential producer of $1,- 
06C0,000 of business a year,” said B. A. 
Wiederman, million dollar producer of 
the San Antonio agency of the Union 
Central Life. 

“The trouble with the life agent and 


Northwestern National 
Has Handsome Increase 





The Northwestern National Life of 
Minneapolis has ended the best open- 
ing six months period of any year in its 
history with new paid-for business to- 
talling $33,627,178. This is an increase 
of $5,281,071 over the same period in 
1928 or a gain of 18.6 percent. The rec- 
ord in new paid-for business for the 
opening six months of the past four 
years is as follows: $25,876,083 in 1926; 
$26,512,821 in 1927; $28,346,107 in 1928. 
The percentage increase in 1927 over 
the preceding year was 2.6 percent, 
while in 1928 it was 6.7 percent. 





Central some six years ago and had pro- 
duced $8,000,000 of personal business 
since that time. He said that his first 
year with the Union Central he earned 
$10,000 more commissions than he had 
in any previous year of selling life in- 
surance. 

Mr. Hord introduced Lynn 
Johnson of Minneapolis, who entered 
the Union Central agency there only 
four months ago and has written more 
than $2,000,000 in applications since that 
time, more than $1,000,000 having been 
settled already, the balance being “still 
in the mill.” 


then 


State National to Start 


The State National Life of St. Louis 
is being organized by Cornelius J. Shea 
with capital of $100,000 and surplus of 
$150,000. The par is $10 and the stock 
will be sold at $25 a share. 


tral, a man who could make the agent 
realize the folly of wasting his time at 
worthless things. He urged the field 
force to wake up, quit wasting time, 
and get down to the business of placing 
life insurance which the greatest 
benefit to mankind of which he knew. 
President Jesse R. Clark, Jr., had said 
in his opening speech that he carried 


18 


That family 1s composed | $250,000 of life insurance. To the amuse- 


mént of the audience Mr. Wiederman 
demonstrated the qualities which have 
made him a million dollar producer for 
a number of years by requesting the 
chance to present to Mr. Clark the ad- 
vantages of the company’s famous en- 
dowment at 85 business protection 
policy. 

Mr. Wiederman ably demonstrated 
that no obstacle is too great for the 
up and coming life agent to overcome 
when he pointed out the advantages of 
telegraph and using the airmail to those 
who had complained about the delays in 
converting term policies to other forms, 
and getting nents issued. 


| | “Strange Schereien!” Skit 


Take-Off on Eugene O’Neill 


A take-off on Eugene O'Neill's 
“Strange Interlude” which brought much 
applause at one session of the Union 
Central Life convention in Los Ange- 
les, was a skit entitled the “Strange In- 
terview,” written by Dr. _Muhlberg. 
medical director, and presented by Miss 
Gertrude Gordon, Frank Gordon and 
Donald C. Murphy of Peoria, Ill. 

The plot involved three characters— 
a hard boiled business man, his gum 
chewing stenographer, and the up and 
coming salesman of the Union Central 
Life. Like the “Strange Interlude” the 
skit contained asides, in which the audi- 
ence gets an insight into the thoughts 
of the agent and prospect alike showing 
the cause and effect of a sales interview. 
The Gordon-Murphy-Gordon Troupe 


presented the skit with a professional 
touch. 

Mrs. Gordon became a member of the 
Peoria, Ill., agency shortly after her 
husband, Frank Gordon, became gen- 
eral agent in 1927. She has been a suc- 
cessful producer, writing $269,000 in 
the past five months of 1929. Mr. Mur- 


phy has been with the agency two years 
and is producing in the quarter million 
class. 


Mutual Trust’s Half Year 


The Mutual Trust Life of Chicago 
during the first six months of the year 
reported in paid for business $14,589,- 
911 as compared with $10,447,347 a year 
ago. It has shown a gain every month 
during the first six months. 





wn 


Philadelphia Men 
Approve Trusts 


Majority of Underwriters Should 
Write “Bread and Butter” 
Policies 


SYKES MAKES COMMENT 
Agents Should Not Let “Large Policies” 
Go to Their Heads, Says 


Loder 
PHILADELPHIA, July 11.—Ap- 
proval of the life insurance trust has 
been voiced by Philadelphia company 


men and general agents. Most of them 


said that 


its value has not been over- 
estimated, although it is admitted that 
some underwriters have been over en- 
thusiastic on the subject and have let 


their feet get off the ground. 
The question was well summed uo by 


Paul Loder, manager of the Philadel- 
phia agency of the Provident Mutual 
Life, whose agency has something like 
$150,000,000 in force and pays for an 
average of $2,000,000 a month. “I am 
taking this agency back to the very 
first principles of life insurance,” said 
Mr. Loder. “To the principles of pro- 
tection for the home—the women and 


children. 

“Life insurance trusts are a wonderful 
thing and they are doing much good 
and we are getting business out of it. 
It is very good—but in its proper place. 

Attracted by Big Cases 


“Recently I found that our business 
was dropping off. The big producers 
weren't writing so much, I investigated 
and found that the agency as a whole 
was going ‘cuckoo’ over big cases. 

“I called a meeting of the agency and 
I asked them what one thing they 
couldn't do without between then and 
the next morning. The answer was 
‘food.’ ‘Bread and butter,’ I told them 
‘A person can do without other things,’ 


I went on, ‘but not without bread and 
butter. When a husband dies, what's 
the first thing his widow asks—where 


is she going to get the bread and butter 


to feed her children? Clothes she 
needn’t worry about for at least six 
months. They can be patched up. It’s 


no disgrace to be poor and wear shabby 
clothes. But what she has to have is 
bread and butter. And that’s what we're 
going to sell in this agency—bread and 
butter policies!’ ’ 

Frank H. Sykes, vice-president of the 
Fidelity Mutual Life, remarked that “I 
wouldn't say anything derogatory of life 
insurance trusts. They are mighty good 
and agents are getting much business 
from them. But it does seem as though 
many agents would be better off going 
after the old types of policies. 

“When one considers that the aver- 
age policy of the companies is $3,000 and 
that the majority of men who carry rate 
books don’t pay for $100,000 a year, it 
can be seen that they are, in a sense, 
chasing a will-o-the-wisp in going after 
life insurance trusts. 

“They either lack the education or 
are not fitted to go after this class of 
business. They should adopt themselves 
into the groove for which they are best 
fitted and go after protection for the 
family. They will find themselves better 
off in the long run.” 

W. J. Bradley, publicity manager and 
field supervisor of the Home Life of 
America, pointed out that only about 
10 percent of the agents write cases 
large enough where the life insurance 
trust should be used. 





Many Changes Are Made 
by Sun Life of Montreal 





LEACH ASSIGNED TO LONDON 





Company Will Consolidate Its British 
Divisions—Other Shifts Are Made 
in Consequence 


H. O. Leach, superintendent of agen- 
cies of the Sun Life of Montreal in 
charge of the United States business, is 
now made supervisor of the consolidated 
British and Scotch department and will 
take up his residence in London. Mr. 
Leach has become well known in the 
business, especially in the United States. 
His company has placed him, therefore, 
in a more responsible position. 

J. F. Junkin, general manager of the 
British department, is retiring. J. D. 
McBan has been manager for Scotland 
and H. B. Higinbotham, supervisor of 
agencies in the British department. The 
company, therefore, has decided to con- 
solidate all the British divisions and to 
have the administrative office in London. 
Mr. Leach will be assisted by W. G. 
McIntosh, inspector of agencies, as 
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supervisor of agencies. a Ys Miller, 
assis Ww nt actu- . 
— actuary, will be resident actu President Jesse Clark 
J. S. Ireland, superintendent of agen- Takes His Own Medicine 
cies in the eastern department, will be- 
come superintendent of agencies for the 
eastern United States, having jurisdic- President Jesse R. Clark, Jr., of 
tion over territory east of the Mississ- the Union Central Life, who took 
ippi river. H. M. Moore, manager of his seat a few months ago, said in 
the Columbus division, will be superin- his address to the agents at Los 
tendent of agencies for the western Angeles that as treasurer of the 
United States. G. T. Bryson will assist company before being elected to 
Mr. Moore as inspector of agencies. the chief executive position he car- 
C. H. Heyl, agency assistant at Wash- ried a larger amount of insurance 
ington, D. C., will be inspector of than any other officer. When he 
agencies for eastern United States. T. became president he increased his 
P. Ward, superintendent of agencies in insurance without any solicitation 
the European division, will succeed Mr. by $100,000. He said that his in- 
Ireland as superintendent of the east- surance now amounts to $250,000, 
ern department. all in the Union Central Life and 
cncimmaintiniane most of it on the 20 payment life 
OMAHA LIFE HAS MOVED plan. 
TO NEW HEADQUARTERS 














an automobile accident in 1918. H. E. 

The Omaha Life has moved into new | Worrell is the present secretary and 
quarters in a new building at 1613 Far-| treasurer. The company started in the 
nam street, Omaha. The company was] old Farnam building at 12th and Far- 
organized in 1916. Its first policy was | nam streets. Then it went to the Wil- 
issued Feb. 3, 1916. E. M. Searle, Jr.,| kinson building. In 1921 it moved to 
the president, and W. E. McCandless, | the Omaha Building & Loan Associa- 
vice-president, have served since the | tion building and now goes to the Far- 
company was organized. W. H. Wigton | nam building with its space increased 
was the secretary but he was killed in | about 25 percent. 











the first six months 


ANOTHER MONTH 


— month and another gain, making a gain every month for 


such as this is convincing evidence of the progress being made by 
Mutual Trust agents. ' 





ANOTHER GAIN 


of 1929, as shown by the charts below. A record 
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Steady and consistent increases in business for the first half of the year as 
shown above do not “just happen.” There is a reason for everything. 
Twenty-five reasons for the progress this Company is making are em- 
bodied in the folder “Driving Home the Facts” a copy of which will be 
furnished you upon request. 


CARL A. PETERSON, Vice-President 
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CHICAGO 


Edwin A. Olson, President 
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Big Holding Company Has 
Been Organized in Sou 





ROGERS CALDWELL AT HE4) 





Will Acquire Financial Interest in Li, 
Insurance Institutions, Already 
Having Two in Hand 





The Associated Life Companies, |p, 
has been organized by Rogers Caldwe) 
& Co. of Nashville, Tenn., well know 
investment people, to acquire controlling 
interest in life insurance companies j; 
the south. It has a paid-in capita] ¢ 
approximately $6,000,000. It starts wih 
substantial stock holdings in the Inter. 
Southern Life of Louisville and th 
Southeastern Life of Greenville, S. ¢ 

Caldwell & Co. have figured cop. 
spicuously in the purchase of insurance 
companies. The largest enterprise i 
which they secured large holdings wa 
the Missouri State Life. Later Calg 
well & Co. purchased the North Amer. 
ican Life of Omaha and the Cotto 
States Life of Memphis, moving then 
to Nashville and later consolidating 
them with the Inter-Southern Life. 

The firm then secured control of the 
Southern Surety of Des Moines, re. 
organized it under the New York state 
laws and moving the home office to & 
Louis. The Southern Fire was orgar- 
ized as a companion of the Southern 
Surety. Caldwell & Co. also purchased 
a large interest in the Home Fire, Home 
Life and Home Acident, all of Little 
Rock. 

Eventually it is proposed to increase 
the stock of the Associated Life Com- 
panies to $20,000,000. It is the plan 
of Caldwell & Co. to keep each grow 
separate, preserving its identity. How- 
ever, the different organizations are to 
cooperate and pool their forces so far 
as the general good is concerned. 
Among the directors are Rogers Cali- 
well, C. G. Arnett, president of the 
Inter-Southern Life, and C. O. Milford, 
president of the Southeastern Life. 


President of the Inter-Southern 


Mr. Arnett says that through the hold- 
ing company, the Inter-Southern and 
other companies located in other states 
will cooperate in every branch of the 
life insurance business. In comment- 
ing on the new organization, Mr. Arnett 
stated that for some time the officials 
of the Inter-Southern and other pro- 
gressive life companies of the south 
have been working in an effort to pet- 
fect the organization of a holding com- 
pany through which the individual com- 
panies could cooperate, with each com- 
pany retaining its identity in every 
respect. Through such cooperation, he 
said, great economies can be effected in 
every department and greater protec- 
tion and broader service given to policy- 
holders. Each company included in the 
group will in effect have the entire re- 
sources of the holding company back o! 
it, in addition to its own capital, sur 
plus and reserves. 

Associated Life Companies has beet 
organized under the laws of Delaware 
and will maintain offices in Louisville, 
Nashville and New York. Capital stock 
will consist of 1,000,000 shares of no par 
common. 

Mr. Arnett said that through the 
sponsorship of Caldwell & Co., Asso 
ciated Life Companies will have the 
benefit of financial direction which has 
been instrumental in the development 
of life companies of the south and mid- 
dle west having approximately $1,500 
000,000 of insurance in force at the pres 
ent time. 


Upjohn’s Agency Leads 


U. C. Upjohn, Chicago manager © 
the North American Life of Toronto, 
has led all the agencies every month 
this year. Mr. Upjohn has organized an 
excellent agency and is giving 2 £0° 





account of himself. 
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Lincoln National Reinsures 
Globe Life of Nebraska 


RESULT OF COURT ACTION 





Company Formed by Officers of Wood- 


men of the World Has $5,000,000 
in Force 





OMAHA, July 11.—W. A. Fraser, 
president of the Globe Life of Nebraska 
and sovereign commander of the Wood- 
men of the World, has announced that 
in conformance with the decree of the 
Nebraska supreme court all policyhold- 
ers in the Globe have been reinsured in 
the Lincoln National Life. 

Mr. Fraser assured Globe policyhold- 
ers the policies would be carried out 
by the new company just the same as 
if the Globe had continued to do busi- 
ness. 

The Globe Life was formed by the 
officers of the sovereign camp of the 
Woodmen of the World in 1927 with a 
capital of $1,000,000 and a surplus of 
like amount. The policyholders of the 
fraternal were the sole owners of the 
capital stock of the company. The of- 
ficial staff was the same as that of the 
Woodmen of the World. 

Later, members of the fraternal pro- 
tested the use of the fraternal’s funds 
for the formation of the new company 
and suit was brought to stop the action 
of Mr. Fraser and his associates. After 
much litigation the Nebraska supreme 
court held that the action of the offi- 
cers of the Woodmen of the World in 
forming the life company was illegal 
and ordered the officers to return the 
capital of the Globe Life to the frater- 
nal’s treasury. At the end of 1928 the 
Globe Life had $5,225,346 in force, hav- 
ing paid for $4,326,196 in new business 
in the year. It was entered in 24 states 
and issued a full line of policies. 


Agent Thought He Met 
Ghost of Policyholder 


Ghosts seldom if ever have been seen 
to walk down the busy streets of a town 
in broad daylight, but that is what John 
R. “Ike” Ejichelberger, El Paso agent 
of the Kansas City Life, thought when 
he saw Congressman Nicolas Perez, 
prominent Mexican citizen, sauntering 
down the sidewalks of El Paso recently. 

Since the recent revolution began, 
newspapers have carried stories of his 
execution by a firing squad. Mr. Eichel- 
berger had notified his company of the 
execution and was about to enter upon 
the task of proving Mr. Perez dead 
when they met on the street. Mr. Perez 
carried a $5,000 policy with the Kansas 
City Life. 


Puritan Life Operates 
Solely on Salaried Plan 





For the last 10 years the Puritan Life 
of Providence, R. I., has been operating 
on a salaried agency basis, Clinton C. 
White, secretary, reports following the 
publication of a story that the Keffer 
agency of the Aetna Life was the first 
definitely organized experiment in the 
use of salaried men. Mr. White says 
that only full time agents are employed 
and that the salary basis is wsed ex- 
clusively. 


Central States Reports Huge Gain 


_ The Central States Life of St. Louis 
in June showed a gain of $475,000 or 
*8 percent above the same month in 
1928, This gain in volume was at- 
tained with but a nominal increase in 
the number of applications, indicating a 
Substantial jump upward in the size of 
Policies. The month of July has been 
set aside to pay proper tribute to Presi- 
cent McVoy 
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Premium on Chrysler 
Group Over Million 


HARTFORD, July 11.—The 
Chrysler Corporation has _ ar- 
ranged, through the Aetna Life, 
for combination group life, acci- 
dent and sickness policies for the 
benefit of more than 40,000 em- 
ployes of its divisions, subsid- 
iaries and affiliated companies. 
The Aetna discloses that the 
amount of life insurance involved 
is in excess of $100,000,000 and a 
weekly benefit of more than $500,- 
000. The cost of the plan is 
shared between the corporation 
and the employes. The annual 
premium that will be paid to the 
Aetna will be in excess of 
$1,000,000. 











Penn Mutual Encourages 
Support of Associations 





Results of a questionnaire sent re- 
cently to agents were given in the Penn 
Mutual “News Letter” for July. The 
purpose was to learn who and how many 
of the representatives were officially 
connected with life underwriters’ asso- 
ciations either as executives or members 
of committees. The Penn Mutual for 
many years has been known as a strong 
friend of associations. 

Under the field leadership of Vice- 
President Hugh D. Hart, who was for 
many years up to the time of his go- 
ing with the Penn Mutual a leading 
light in the National association, the 
company’s support of associations is 
more strongly marked. Throughout the 
last six weeks the company’s advertise- 
ments in insurance journals have ad- 
vocated association membership. To 
back up the professions of devotion to 
the associations contained in the ads, 
the “News Letter” tells “who’s who” 
in Penn Mutual field connections with 
the associations. 

The company has about 100 general 
agencies, 70 of which are represented in 
associations as officials or members of 
committees. The questionnaire was con- 
fined to present and not past connec- 
tions. It is believed that the publica- 
tion of this list will still more strongly 
unify in the company’s field organiza- 
tion the supporting attitude toward the 
associations. 

Penn Mutual agencies everywhere in 
the United States have been active in 
the campaign of membership expansion 
now being carried on by the National 
association. 


Kansas City Life Has Record Month 


A gain of $6,264,367 over June, 1928, 
was experienced by the Kansas City 
Life in the $13,755,077 of business done 
last month. This represents the largest 
month in its history. Fifty-two men 
wrote over $100,000 each. Louis Mad- 
den of Wisconsin, with $212,000, was 
high producer. C. E. Halliday of Mis- 
souri was a close second with $201,000. 
The N. E. Scott agency of Washington 
wrote the largest amount of business 
men qualifying for the “master sales- 
man” class. For July the Kansas City 
Life is conducting a $100,000 producers 
encore campaign. 


Columbus Mutual’s Progress 


The first six months compared with 
the corresponding period of 1928 the 
Columbus Mutual Life showed a pro- 
duction gain of 20 percent. April, May 
and June production ran particularly 
heavy. These three months compared 
with the corresponding months in 1928 
showed a 40 percent gain. In February 
the Columbus Mutual introduced a new 
child’s policy, 20-payment life endow- 
ment at age 85. Since then about 5 per- 





| been placed on this plan. 


cent of the company’s business has 





Cancer---Ostric 








HE old notion that ostriches have the habit of hiding their 
heads in the sand in time of danger has been disproved 


again and again. 


Nevertheless the expression “hiding his 


head in the sand like an ostrich” aptly describes the man who 
secks to avoid danger by refusing to recognise it when it comes. 


ACH year thousands of 
people die of cancer—need- 
lessly—because they accept 

as true some of the mistaken be- 
liefs about this disease. 


No. 1—That every case of cancer 


is hopeless. Jt is not. 
No. 2—That cancer should be 
concealed because it results 


from a blood taint and is dis- 
graceful. Jt is not. 


No. 3—That nature can conquer 
a malignant cancer unaided. /t 
can not. 


No. 4—That cancer can be cured 
with medicine, with a serum 
or with some secret procedure. 
/t can not. 


Many cancer patients are neg- 
lected or avoided because of the 
mistaken belief that cancer is 
contagious. /t ts not. 


Be on Watch for First 
Signs of Cancer 


Be suspicious of all abnormal 
lumps or swellings or sores that 
refuse to heal, or unusual dis- 
charges from any part of the 
body. Do not neglect any strange 
growth. Look out for moles, old 
scars, birthmarks or warts that 
change in shape, appearance or 
$1ze. 


If you have jagged or broken 
teeth, have them smoothed off or 
removed. Continued irritation of 
the tongue or any other part of 


the body is often the beginning 
of cancer trouble. 


In its early stages, various kinds 
of cancer yield to skilful use of 
surgery, radium or x-rays. But 
the best doctors in the world are 


powerless unless their aid is 
sought in time. 
Beware 


of Plausible Quacks 


Because the nature and origin, of 
cancer are largely shrouded in 
mystery, quacks and crooked in- 
stitutions reap a cruel harvest. 
They prey upon the fear and ig- 
norance of those who do not 
know the facts concerning cancer. 
They are often successful in mak- 
ing people believe that they have 
cancer when they have not. Later 
with a great flourish, they boast 
of their “cures”. 


Gratefully the patients of the 
fakers, first thoroughly alarmed, 
later entirely reassured, are glad 
to sign testimonials with which 
new victims are trapped. Beware 
of those who advertise cancer 
cures. 


An annual Physical examination 
by your family physician, or the 
expert to whom he sends you, 
may be the means of detecting 
cancer in its early stages. Do not 
neglect it. 


Send for the Metropolitan’s book- 
let, “A Message of Hope.” Ad- 
dress Booklet Department, 7N U9, 
Metropolitan Life Insurance 
Company, New York. 


METROPOLITAN LIFE INSURANCE COMPANY 
NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, 
More new Insurance each year 
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Alabama 
Georgia 
Louisiana 
Tennessee 


Wilmer L. Moore, President 


ASK US 


WHY our General Agents are mak- 
ing better headway than ever. It will 
pay you to investigate. 


For the calibre men wanted, we have 
a profitable contract. 


Florida 
Kentucky 
South Carolina 
Texas 


E. S. Albritton 


Vice-President and Manager 
of Agencies 


THE 


SOUTHERN STATES 


LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 











er 


agents. 




















ONDITIONS change. 


Entirely new policies are 
needed as years pass to fit new insurance require- 
ments. 


Issuance of new policies is therefore a measure of a 
company’s desire to keep pace with new conditions as 
they arise. 


Our new policies are demonstrating their value now 
in increased business and in the enthusiasm of our 


PHILADELPHIA LIFE 


INSURANCECOMPANY 
111 North Broad Street, Philadelphia, Pa. 













Connecticut Department 
Reports on Life Business 


AVERAGE POLICY FOR $2,75) 


Ordinary Insurance in Force Totals 
$1,109,923,232 at End of 1928— 
Mortality Ratio Higher 


HARTFORD, CONN. July 11.— 
The average ordinary life insurance 
policy issued in Connecticut during 1928 
was for $2,751, a decrease of $127 from 
the average life insurance policy issued 
in 1927, acording to statistics contained 
in the annual report of Commissioner 
Howard P. Dunham. 

Connecticut life insurance companies 
wrote less business in Connecticut in 
1928 than in 1927, fewer policies but 
for larger amounts having been issued 
than previously. They issued $51,122,- 
784 in ordinary life insurance in 1929 
and $52,336,377 in 1927, while the other 
companies issued $126,806,783 in 1928 
and $119,352,238 in 1927. 

The total amount of ordinary life in- 
surance in force in Connecticut at the 
end of 1928 was $1,109,923,232, an in- 
crease of $98,797,666 over 1927. Of this 
amount, $315,291,120 was held by Con- 
necticut companies. 


Group Insurance Increases 


The amount of group insurance issued 
in Connecticut during 1928 was $65,- 
804,651, an increase of $14,480,543 over 
1927. Of this total, $38,419,857 was 
issued by Connecticut companies. The 
total amount of group insurance in force 
in all companies in Connecticut rose 
from $148,646,700 to $176,945,369, an in- 
crease of $28,298,669 over 1927. The 
total of the Connecticut companies alone 
was $132,076,789 at the end of 1928. 

Industrial insurance written in Con- 
necticut in 1928 totaled $83,095,432, as 
compared with $77,437,278 for 1927, and 
the industrial insurance in force in- 
creased from $387,883,954 in 1927 to 
$419,171,301 in 1928. 


Higher Mortality Ratio 


The net gain in surplus for the life 
companies reporting to the Connecticut 
department was $55,183,852.58 at the 
end of 1928. Of this figure, $11,599,- 
525.97 was for Connecticut companies. 

The ratio of actual to expected mor- 
tality for all life companies reporting 
to the Connecticut department was 59 
percent for 1928 as compared with 55.4 
for 1927. For all companies the first 
year expenses average 28.60 per $1,000 
of insurance written during 1928. 

At the same time, commissions on 
new business increased from 45.14 per- 
cent to 46.02 percent of the gross 
premium. Renewal commissions showed 
a decrease, however, averaging 4.86 per- 
cent as against 5.07 percent for 1927. 


WHITTEN WILL DIRECT 
SOUTH FOR THE HOME 





S. R. Whitten, Jr. of Jackson, Miss., 
general agent of the Home Life of New 
York, has been appointed manager of 
agencies for the southern district. He 
will supervise the activities in the south- 
ern states. In addition to his supervis- 
ing duties, he will continue to direct 
the Mississippi agency. 


Contest Plan Successful 


The Old Line Life closed a successful 
and unique campaign for business re- 
cently when President Rupert Fry and 
John E. Reilly, secretary-treasurer, were 
honored with a special campaign in ob- 
servance of their birthdays. The field 
force of the company supplied the menu 
for an eight course banquet tendered 
the two officers, each course represent- 
ing a certain volume of business. The 
plan succeeded so well that the goal for 
business which had been set before the 





opening of the campaign was exceeded. 
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Lover of Iris 

































FRANKLIN B. MEAD 


Franklin B. Mead, vice-president < 
the Lincoln National Life, is the author 
of one of the feature articles in the July 
issue of “House and Garden.” His 
article, entitled “Iris in the Garden Pic- 
ture,” is lavishly illustrated and shows 
some of the scenes at his home, “Iris- 
crest.” The theme deals with the color- 
ing of different kinds of iris and ways of 
grouping them to obtain beautiful color 
effects. He tells how he received an in- 
spiration for a color design in his gar- 
den from two paintings by Turner, “the 
master of light and sunshine,” in the 
Tate gallery in London, “Norham Cas- 
tle, Sunrise,” and “Hastings.” By care- 
ful selection of iris plants and grouping 
Mr. Mead tells how he obtained the 
same color values. The article concludes 
with an extensive list of the different 
varieties and their colors. Mr. Mead’s 
house is one of the show places in Fort 
Wayne in the early summer, because of 
the wealth and beauty of the flowers he 
has planted. 


Embry Agency’s Campaign Successful 


The Show Me-Sunflower fifth anni- 
versary campaign of the A. M. Embry 
agency of the Equitable Life of New 
York at Kansas City in June resulted 
in $4,302,159 written business for the 
month. Average production was over 
$150,000 a working day. Seventy men 
made the Producers Legion Club, mem- 
bers being required to write fivve appli- 
cations or more. , 

The paid business of the agency for 
the first six month of the year was 
$9,005,000, the June business being 50 
percent over last June with $1,842,000 
paid for. 


Will Hold School in Louisville 


The agency school for the Henry ] 
Powell agency of the Equitable Life of 
New York, which covers southern Ohio, 
southern Indiana and Kentucky, will 
be held in Louisville, where the agency 
has its headquarters, Oct. 6-29. Last 
year it was held at Dayton, O. The 
agency reports an increase in produc- 
tion for the first six months of this 
year of $1,187,000, including ordinary 
and group business. 


National Reserve Shows Increase 


The 1929 expansion program of the 
National Reserve Life of Topeka is se- 
curing real results. The issued business 
for the first six months was over 65 
percent greater than 1928. The produc- 
tion of new business for May and June 
was more than double the same two 
months of last year. George Godfrey 
Moore, president, and A, A. McFall. 
manager of agencies, are well pleased 
with this increase. 
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GRADE—1002 


The REAL TEST of a Life Insurance Company lies 
in its service to its policyholders. 

Prompt payment of claims, averaging less than 12 
hours after complete death proof is received, and the de- 
velopment of policies with new and liberal settlement 
features have been important factors in the steady, con- 
sistent growth of the Central Life Assurance Society 
during the past 33 years. 



































Central Life today operates in 24 states—has nearly 
$200,000,000 of insurance in force—is rated “excellent” 
in regard to management, assets, reserves and mortality. 
Central Life ranks among the 53 largest American Life 
Insurance Companies—it is the largest American com- 
pany of its age, save one, built other than by consolidation. 


A Real Opportunity 
For the Right Man 


To enlarge our present organization, attractive Gen- 
eral Agency openings are under consideration in Akron, 
Youngstown and Columbus, Ohio. 








We will be glad to consider applications from men in- 
terested in General Agency opportunities in these 
territories. 


Central Life 


Assurance Society 
(MUTUAL) 

T. C. DENNY, President 

DES MOINES IOWA 

The company that is OLD enough to be 

thoroughly established but YOUNG 
enough to offer exceptional 
opportunity 
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AMERICAN LIFE 
INSURANCE CoO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 128 N. Wells St. 








Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








MORTON BIGGER BERT H. ZAHNER 
Manager 


wad A. C. BIGGER hicago 
Cc. w, amerecn President MERLIN OATES 
Medical Director Actuary 














Atlantic Life Sudiien 
Program of Expansion 





IT HAS ENTERED NEW STATES 





Company’s Business for the First Six 
Months Reflects Most Healthy 
Condition of Progress 





RICHMOND, VA., July 11.—Excel- 
lent progress has been made by the At- 
lantic Life in the first six months of 
1929 under the direction of Angus O. 
Swink who became president Jan. 1. In 
this period, the company started to do 
business in Arkansas, Missouri, Illinois, 
Ohio and New Jersey. It is now li- 
censed in 20 states and the District ot 
Columbia. Thirteen general agents 
have been added to the field organiza- 
tion. The total number of general 
agencies now in operation is 37. Paid 
agency business for the six months was 
$15,015,814, an increase of 23 percent 
over the corresponding period of 1928. 
Company officials consider this especi- 
ally noteworthy in view of the fact that 
the average increase in sales of ordinary 
life insurance in the United States for 
the first five months of this year is re- 
ported by the Association of Life In- 
surance Presidents as only 8 percent 
and by the Life Insurance Sales Re- 
search Bureau as 9 percent. 

Increase in Atlantic’s business is still 
more marked when comparison is made 
with sales of ordinary life insurance in 
South Atlantic states where a greater 
part of its business is written. For this 
section the Research Bureau reports an 
increase in sales of only 2 percent while 
the Atlantic’s figure is over 11 times 
greater. The Atlantic’s total amount of 
insurance in force on June 30, was $162,- 
709,799, a satisfactory gain over the 
amount in force on Dec. 31. Insurance 
in force in the Atlantic Agency, which 
operates as the company’s general agent 
in Virginia and the District of Colum- 
bia is over $75,000,000. Paid business of 
this agency for the first six months of 
1929 shows an increase of 9 percent 
over 1928. Horace F. Sharp, president 
of the Atlantic Agency, feels that his 
cooperative organization of agents and 
employes has made remarkable progress. 
He expects the increase in business at 
the close of 1929 will be even larger 
than the first six months of this year. 


FIELD FORCE CELEBRATES 
WITH RECORD PRODUCTION 





The Occidental Life of Los Angeles 
celebrated its 23rd anniversary with a 
record production of $3,667,910 of new 
completed business in June, the largest 
single month’s production in the his- 
tory of the company. 

A gain of 36 percent in new business 
was recorded for the first six months of 
1929, the production being $4,901,597. 

For the past five years the company 
shows a growth of more than $13,887,- 
535 in assets, $3,923,084 total income, 
$1,051,469 in surplus to policyholders, 
and more than $89,030,587 insurance in 
force. 


Neme July “Ranck Month” 


At a special luncheon of the New 
York agency of the Union Central last 
week, a campaign was launched to set 
a July record in spite of the absence 
of Manager Charles B. Knight and W. 
E. Barton, assistant manager, with a 
large delegation of the organization on 
the company convention trip to the west 
coast. Paul S. Ranck, assistant man- 
aged, urged a special drive by those left 
and he was immediately selected as 
recipient of honors by the field men, 
July being set aside by them as “Ranck 
Month.” Mr. Ranck has been with Mr. 
Knight 21 years, starting in Philadelphia 
in 1908, and when Mr. Knight moved 
to New York in 1914, Mr. Ranck joined 
him. 








New Company will a, 
Be Ready for Businey 





LITTLE EXPENSE INVOLV» 





Transcontinental Life of Oklahoma Cip 
Will Start Its Career Under 
Favorable Auspices 





The Transcontinental Life with hom 
office in the Commerce Exchange builj. 
ing at Oklahoma City expects to begiy 
writing business the middle of thy 
month. Its authorized capital is $500,0q 
It thas subscribed in the neighborhoo 
of $300,000 with a little more than $20. 
000 paid in. It has been organized with. 
out any promotion expense. T. F 
Foster, superintendent of agents, solj 
practically all of the stock and the e. 
pense incident thereto was small. M; 
Foster was formerly connected with th 
International Life of St. Louis. For th 
present it will operate in Oklahoma on}; 

George A. Henshaw, the president, i 
an attorney in Oklahoma City. Joly 
E. Dickson, the first vice-president, js 
former city treasurer of Oklahoma Cit 
and president of the Homakola 0j 
Company. Hubert L. Bolen, second vice. 
president, is an attorney and forme 
United States revenue collector fy 
Oklahoma. T. S. DeArmon, third vice. 
president, is vice-president of the Guar. 
antee State Bank of Mangum, Okk 
John W. Harreld, the secretary, is for. 
mer United States senator and an it 
torney. Scott Ferris, the treasurer, 
served as congressman for Oklahoma 
He is an attorney and owner in th 
Cotton Exchange building of Oklahom 
City. These men are directors as ar 
also George A. Henshaw, Jr., pres 
dent of the Henshaw Oil Corporation 
W. J. Wylie, an oil man and contractor 
V. V. Harris, attorney and real estat 
man; C. G. Hill, proprietor of C. G 
Hill Company, paints and paper; R. R 
Bell, general counsel, who is an 2- 
torney at Oklahoma City. 


CLAIM TERM POLICIES 
SHOULD BE HELD CLOSED 





COLUMBUS, O., July 11.—Judge C 
S. Younger, superintendent of insurance 
took under advisement a request from 
the Ohio Association of Life Under- 
writers and the Cleveland Association 
of Life Underwriters that term insur 
ance be classified as closed insurance 
Previous superintendents have held that 
it is open business. A hearing was heli 
in the office of the superintendent m 
which the proposal was advocated and 
opposed. President J. E. Murray o 
Cleveland and Secretary Fritz A. Lich- 
tenberg of Columbus represented the 
state association of underwriters. Ther 
contended that such rule should be pro- 
claimed in the interest of life insurance 
ethics. 


R. M. Robinson and S. A. Crocker, Jr. 


Ralph M. Robinson, formerly genera 
agent with Myron Baker for the Indiat- 
apolis Life at Cincinnati, has now take 
the general agency of the Midland Mv 
tual Life of Columbus, O., at Cincit- 
nati. Samuel A. Crocker, Jr., formerl) 
general agent for the Midland Mutual 
in Cincinnati, will remain with the Cit 
cinnati agency as agent. The offices 
are being moved from the Dixie Ter 
minal building to the new Enquiret 
building. 


Grant E. Worstad 


Grant E. Worstad has been appointed 
general agent for the Mutual Benet! 
at Sioux Falls, S. D. He is one ® 
the younger men in the business, being 
27 years old, but he has made an ¢ 
cellent record in several years with the 
Sioux Falls agency of the company * 
an agent. Prior to that he was in the 
mercantile business. 
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Susiney FACTS and FIGURES POPPI 


Significant Statements, Special Statistics and 
Pertinent Points—the Basic Material 
homa Cit of Life Insurance 
Under Authoritative information and data, invaluable for use in sales M d li t ts 
talks, agency meetings and estate analyses, are presented below in a O ern po Icy con rac 


convenient and available form. If these “Facts and Figures” prove to 
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a Siniahdtin on 


Old Colony Life Case 








QUESTION OF APPRAISAL UP 





Company Declares That Its Florida 
Land is Worth $450,000 Which 
Gives a Surplus 





ig hearing regarding the Old Col- 
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fortable surplus and is seeking to have 
a bill for receiver dismissed. 


Nonmedical for Rural Districts 


Vice-President Frank L. Jones of the 
Equitable Life of New York announces 
a new non-medical plan for rural dis- 
tricts. Soliciting agents who have been 
in the employ of the company for two 
years or more or others who have grad- 
uated from the field school or the cor- 
respondence course are privileged to 
write business on this plan. 





ony Life of Chicago is resumed this 
state applied for a receiver but the com- | 
pany is contesting this through its coun- | 
sel, Judge Rufus M. Potts, former IIli- 
nois insurance superintendent. The 
hearing so far has centered around the 
appraisal of the Florida property owned 
by the company. The department ap- 
praisal put this value at $40,000. The 
company employed expert witnesses in 
Florida who claim that the land is worth 
$450,000. An assistant attorney general 
of Illinois went to Florida to look over 
the land. The court appointed a spe- | 
cial appraiser to value the home office 
building in Chicago. The company 


claims that it is solvent and has a com- | 















week before a master in chancery. The| Canadian Fraternal Becomes Mutual 


| Consumers Mutual Life of Chicago, an 


Active Markets in 


Insurance Stocks 
Bank Stocks 


Miller Investment Company 


120 So. La Salle St., Chicago 
Telephone Franklin 7888 


The Odd Fellows’ Relief Association 
of Kingston, Ont., has secured a new 
charter and is now the Mutual Relief 
Life. A. J. Meiklejohn, a past presi- 
dent of the Life Underwriters Associa- 
tion of Canada, and for some time gen- 
eral manager of the Odd Fellows’ Re- 
lief Association, is appointed general 
manager of the company. 


Licensed in Illinois 
Life of Kansas City, 
The 


The Pyramid 
Mo., has been licensed in Illinois. 


assessment company, has been licensed. 













Liberal Agency Contracts 


Opportunities for Agents & 











OT ee 
INDIANAPOLIS, INDIANA 


A Legal Reserve Life Insurance Company 
Popular Monthly Premium Plan 


Non-forfeitable Renewals 
General Agents in Indiana 
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‘ New Union Central Working Tools 
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George L. Williams, vice-president of 
the Union Central, announced to the 
delegates at the company’s convention 
last week a number of new working 
tools which have been prepared for their 
use. Among these new tools are a 
new settlement option, a new policy, 
the statement that the company would, 
in the future, quote a dividend schedule 
continuing to age 65. A new policy form 
to be used on all kinds of insurance was 
also announced. 


Value of Accumulated Dividends 


He pointed out the fact that if divi- 
dends were left at interest on policies 
issued at early ages, by age 65 the 
accumulated dividends alone would be 
greater than the total premiums paid in 
and the cash value would be net profit 
to the policyholder over and above the 
protection enjoyed during the years the 
policy had been in force. 

He also called attention to the sales 
value of the new rate book supplement 
which shows not only the amount of 
dividends accumulated at interest on 
all important policies by ages 60 and 
65, but also the number of years re- 
quired to mature as endowments the 
various forms of life policies by leaving 


dividends with the company for that 
purpose. 
The new rate book supplement also 


shows the amount of dividend accumu- 
lations on Union Central personal life 
income policies at ages 60 and 65. 


New Endowment at 75 


In announcing the new policy, which 
is an endowment at 75, Mr. Williams 
declared that “the foundation of in- 
surance rests on economic necessity 
to offset contingent losses. Insurance 
has not created its market. Every kind 
of insurance there was devised to 
meet an economic problem that already 
existed and called for solution. No 
other solution as good could be found 
under the existing conditions or the 
insurance solution would not have been 
adopted.” 

He recalled the fact that when insur- 
ance originated conditions of life were 
simple, as compared with present in- 
tricate social and business organization, 
and consequently life insurance was 
devised so as to contemplate only the 
payment to the family of the insured 
of a single sum. 


Investment Value 


1s 


“Years ago emphasis in sales talks 
and policy contracts was principally on 
death benefit and little on the invest- 
ment value of life insurance,” Mr. Wil- 
liams declared. “The rate of interest 
used in quoting premiums was lower 
than could be realized on private in- 
vestments. Companies did not divide 
their excess interest earnings with 
policyholders and life insurance did not 
present to policyholders the favorable 
investment field which it does today.” 

He continued by pointing out that 
life insurance is coming to be used more 
and more for investment purposes, re- 
calling that in 1910, of the $310,000,000 
of policy proceeds paid out, only 47 
percent was paid to living policyholders, 
whereas the percentage has steadily in- 












Ever) one a Winner / 
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creased since that time until 1927 whe 
of the billion and a half paid out by 
companies, 59 percent was paid to liyip 
policyholders. 

He stated that the new endowme 
at 75 being very near in cost to 4 
ordinary life policy would enable ; 
young man in need of a large amount ¢ 
protection to combine the maximum ¢ 
investment and protection in his {% 
insurance. 


New Settlement Option 


The new settlement option x. 
nounced has been designed to meet, 
new need, Mr. Williams pointed oy 
He declared that the complexities , 
modern life make it difficult for ¢, 
young man to reach an _ independey 
financial status at an early age. “Cop. 
sequently,” declared Mr. — 
“girls are marrying men in the thirti« 
rather than taking the chance of ruinin 
the opportunity of a career for the mz 
of their natural choice of their ow 
age.” Mr. Williams declared that th 
only way to avert this unhappy sity. 
tion was for the father to purchase |i 
insurance which, in case of his death 
could be used to provide an income fy 
his son or daughter until the time th 
son or the daughter’s husband reached 
the point in life when he would be ean. 
ing an income sufficient to make hin 

financially independent. 


Meets Particular Need 


The new settlement option announce 
would meet this particular need, h 
said. By attaching it to any policy, th 
proceeds of the policy would be paid to 
the child in monthly installments, be 
ginning at the death of the father i 
the child is 20 years old and continuing 
until the age of 30, at which time th 
residue would be paid in a lump sum 
If the child is under 20 at the father’s 
death, the interest income alone woul 
be paid until the child reached 20, # 
which time the income would be paid 
for a combined contribution of interes 
and principal. The option provides that 
the income may be paid in installments 
of $100, $75 or $50 a month. 


Some Minor Changes 


A number of minor changes in the 
contract itself were announced. The 
provision for dividends at interest states 
that interest is compounded annually 
The Union Central’s fixed income settle: 
ment option is included as option four. 
Payment of interest on death claims 


becomes a contract obligation instead 
of merely a company practice. State 
ments of beneficiary provisions have 


been much simplified. 


20th Anniversary Campaign 


The Business Men’s Assurance 20th 
anniversary campaign resulted in the 
biggest June in the history of the com- 
pany. A gain of $500,000 in life insur- 
ance for June was experienced. The 
quota for the first six months was $22, 
500,000 and the company now has $25, 
900,000. It now has more than $78,000, 
000 life insurance in force. 





Will Meet in Washington, D. C. 


The southern educational conference 
of the Equitable Life of New York 
will be held at the Mayflower Hotel, 
Washington, D. C., Sept. 23-24, just be- 
fore the opening of the meeting of the 
National Association of Life Under- 
writers. 


Becomes Supreme Liberty Treasurer 


Wilson Lovett, president of the First 
Standard Bank, a Negro financial 
stitution of Louisville, formed in 1921, 
has resigned that position to become 
treasurer of the Supreme Liberty Life 
of Chicago, a Negro company. 





has 


The John Hancock Mutual Life F 


opened a district agency in the J. 
Newberry building in Batavia, N. Y. 
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LIFE INSURANCE EDITION 
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WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence. 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 


Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address M-50, care The National Underwriter 








Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLIcY to Fill Them 


E IT for personal or business protection, or for home 

and family, with settlement of the proceeds by lump 
sum or by instalment or income payments. Annuity con- 
tracts in various forms. ‘Total Disability and Double In- 
demnity issued. 

Special policies covering Partnership Agreements, 
Funds to guarantee a College Education, to provide Be- 
quests, to cover Mortgages, Inheritance Taxes and Estate 
Shrinkage—thus making certain the carrying out of al- 
most any program involving Life or Money values. 

Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insur- 
ance, to which was added in 1928 Group Accident and 
Sickness insurance, and Group Accident and Dismember- 
ment insurance. 

Investments are of high quality, carefully distributed 
as to farm and city mortgage loans, public utilities, govern- 
ment bonds and railway securities. 

Dividend payments are at the highest scale in the Com- 
pany’s history. There has been a general reduction in 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled its out- 
standing insurance and financial resources. 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175; Other Liabilities, $9,669,748 
Total Assets, $496,171,707 





Lire INSURANCE COMPANY 


oF BOSTON. MASSACHUSETTS 


























INSURANCE STOCKS 


Bought—Sold—Quoted 
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P:W. CHAPMAN & C0, INE. 


Insurance Stock Department 


115 W. Adams St. 
CHICAGO 


42 Cedar Street 
NEW YORK ~ 














THE MANHATTAN LIFE 


INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 


THOMAS E. LOVEJOY, President 


Enjoying a 
Record Year! 
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Need For Hard, 


CLARENCE L. Ayres, president of the 
AMERICAN Lire of Detroit, in his capacity 
as president of the AMERICAN Lire Con- 
VENTION, assumes the role of a prophet 
and peers into the next three months, 
making some observations on business 
trends in their especial effect on life in- 
Mr. Ayres realizes that life in- 
reflects very accurately the 
business The very fact that in 
territories life insurance produc- 


surance. 
surance 
skies. 
many 
tion showed a slump in May and June 
indicated that general business condi- 
tions were not as good as they had been. 

Mr. Ayres the life insurance 
standpoint declares that field men will 
be compelled to labor more assiduously 
and work with greater vim during the 


from 


next few months if they expect to main- 
their record of last year. There- 
there is an opportunity for men to 
show their mettle. Back of actual work 
must be the determination to achieve. 
As Mr. Ayres puts it, “Life insurance 
men generally will decide on how much 
by how hard they 
strive for it in the days to come.” Life 
insurance during the last few weeks has 


tain 


fore, 


business they obtain, 


not been as active as it had been prior 
to that time from the production stand- 


point. The man who did not put on 
extra steam failed to arrive. 
The life insurance record on the 


whole for the first five months showed 


an increase of 5.5 percent above the 


Persistent Work| 


similar period for 1928, but in May 
there was a 2.3 percent decrease. The 
slackening began May 1 and continued. 

Mr. Ayres finds in the dominant in- 
dustries conflicting elements which may 
be interpreted optimistically or other- 
wise. The falling off in business may 
be only seasonal or some find it due to 
economic causes. If the legislation at 
Washington intended to aid the farmer 
means a stimulus for the great agricul- 
tural industry, the whole country will 
feel it. The effect, however, the 
farmer is problematical. 

Mr. Ayres says: “It is these conflict- 
ing elements which I believe make the 
next 90 days the most significant in re- 
cent months. The business pendulum 
can swing either way. For that reason 
all of us must be prepared to give the 
very best that is in us, not only for our 
own interest but for the good of the 
company generally. Insurance com- 
panies are urging their agents to forget 
these dark days and to redouble their 
efforts to keep production records up to 
the high mark that was set in 1928 and 
surpassed in the first four months of 
this year.” 

In a nutshell, therefore, Mr. Ayres 
undoubtedly finds that there is hard 
work ahead but hard work always 


on 


brings results. Therefore, if the life in- 
surance man will work he is certain 
to win. 


Life Insurance in Colleges 


PRESENTING the results of a question- 
naire sent all colleges and universities 
throughout the country, the current 
issue of the “Insurance Salesman” sum- 
marizes the educational status of the 
life insurance business as represented in 
courses offered in these institutions. This is 
an important and valuable list for the life 
underwriter. It shows him the actual 
recognition scholastically of his _ busi- 
ness—and points to his obligation 
locally, either in initiating similar work 
or aiding that already in force, to bring 
it to an increased efficiency. This is 
the first time an actual stock-taking has 


been taken on the matter of life insur- 
ance education. It shows a gratifying 
position. Not many branches of busi- 
ness have forged to the fore in so few 
years, for a decade ago there were no 
regularly outlined courses and few scat- 
tering classes. Today, it is a recog- 
nized branch in many institutions and 
included in the general galaxy in most 
colleges. Its future should be even 
brighter and the agent can do much 
locally in developing the life insurance 
idea and installing it as an important 
unit in the local commerce division of 
the university. 


Salesmen Need to Conquer Fear 


MANY agents seem to be ruled by fear. 
They lack confidence seemingly in their 
ability to achieve what they desire. In 
many cases the worst enemy of the 
salesman is this dominating fear that 
walks along beside him. One of the 


best ways to gain confidence is to secure 
such a knowledge of one’s business that 
he becomes a master in presenting it. 
The cultivation of greater determination 
and will power by the agent begets 
confidence. 
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PERSONAL SIDE OF BUSINESS 
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Merton L. Brown, acting commis- 
sioner of insurance in Massachusetts 
since the resignation of Wesley E. 
Monk last September, has been appoint- 
ed commissioner for a three-year term 
by Governor Allen and the appoint- 
ment has been confirmed by the coun- 


cil. Mr.. Brown is a native of Houlton, 
Me., is 45 years old, and a graduate of 
Boston University law school. He 


has served in both branches of the Mal- 
den city government and was city so- 
licitor of that municipality for three 
years just prior to his appointment. 


A. S. Burkart, 
general manager of the Conservative 
Life of South Bend, left July 5 for a 
motor trip through the western states 
and Canada. He was accompanied by 
his brother, John L. Burkart of 
Kig Rapids, Mich. He expects to re- 
turn to his desk about Aug. 1. 


vice-president and 


A. L. Saltzstein, general agent at Mil- 
waukee for the New England Mutual 
Life, has sailed for Europe, where he 
will spend the summer recuperating 
from an operation which he had a few 
months ago. Mr. Saltzstein plans to 
go to the Swiss Alps and remain there 
until fall. 


James A. Beha, former insurance su- 
perintendent of New York, an office he 
resigned six months ago to become chair- 
man of the board of the International 
Germanic Trust Company of New York 
City, promises to become as important a 
figure in banking affairs as he formerly 
was in insurance circles. Within the past 
few days he devised a plan whereby the 
trust company with which he is officially 
identified merged with the Mutual Trust 
Company. The latter corporation was 
formed to take over the assets and lia- 
bilities of the defunct City Trust Com- 
pany. Under the arrangement, creditors 
of the last mentioned institution are 
likely to fare far better than was expected 
before the deal was effected. 

J. Smith Hart, supervisor for the 
Provident Mutual, died at his home in 
Pennington, N. J., July 5. He went 
with the company as assistant to Joseph 
Ashbrook, then manager of the insur- 
ance department, on Jan. 21, 1884, and 
had been supervisor since 1911. Mr. 
Hart had watched the company grow 
from $50,000,000 of insurance in force 
to its present large volume. He was 
71 years old. The funeral services were 
held at his home Monday. 


John J. Eberhardt of Salina, Kan., 
veteran general agent for northwestern 
Kansas for the Massachusetts Mutual 
Life, died at his home there last week. 
Mr. Eberhardt was one of the old-timers 
in the life insurance field in Kansas 
and very prominent in that state. 

A record for the Northwestern Na- 
tional Life was smashed in June by 
Raoul R. Rutten, representing the A. 
W. Crary agency at Cathay, N. D., who 
wrote 94 applications last month. The 
former company record for a _ single 
month was 54 applications, set in 
December, 1927. 

Mr. Rutten’s June record was not a 
“flash in the pan,” but rather the per- 
formance of a consistent producer who 
extended himself to see what could be 
done. He is a member of the Century 
Club, which necessitates the writing of 
100 applications of $1,000 or over in a 


year. 
His father, Louis M. Rutten, is a vet- 
eran representative of the A. W. Crary 
agency at Minot, N. D., while his 
brother, F. G. Rutten, also represents 
the agency at Minot. 
D. M. Baker, vice- -president of the 
Pacific Mutual Life, is seriously ill in 
Los Angeles. He suffered a complete 





has long been on the firing line and jp 
his day was a tower of strength. Be. 
fore going to the head office he was 
manager in Chicago. President George 
I. Cochran says that the reports from 
the doctors are more encouraging. \M; 
Baker is head of the agency department 
at the head office. He went with the 


Pacific Mutual 39 years ago. He gaye 

up his Chicago general agency in 1906 

when he went to the home office. 
Hillsman Taylor, president of the 


Missouri State Life, has announced that 
three members of the actuarial depart. 
ment have been elected fellows in the 
Actuarial Society of America, as a re. 
sult of recent examinations. Only 2 
persons from the entire United States 
and Canada were successful in Passing. 
The three are Otto J. Burian, assist. 
ant actuary; Carroll E. Nelson, man- 
ager of the mathematical and change 
division, and Harry M. Sarason, man. 
ager of the claim experience division. 


Friend L. Wells, Baltimore general 
agent of the Aetna Life, was elected 
chairman of the campaign committee of 
the Baltimore Community Fund, at the 
recent annual election of that organ- 
ization. 


I. Smith Homans, vice-president of 
the Commonwealth Life of Louisville, 
his wife and two guests were rescued 
from the Ohio river last week by A. H. 
Bowman in a power boat. Mr. Ho- 
mans and the party had started to row 
across the river from the Louisville 
Boat Club, when the boat sprang a leak. 
It was virtually full of water when the 
power boat went out and rescued the 
party. 


Julian Price, president of the Jeffer- 
son Standard Life, has returned to 
Greensboro, N. C., after a visit to the 
Pacific Coast. 

H. Wagner, assistant secretary of the 
Business Men’s Assurance, was married 
last week to Miss Lillian Hughes. Miss 
Hughes was connected with the claim 
department of the same company. The 
cfhice force presented the couple with a 
63-piece set of Community silver. 








AGENCY CHANGES 
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ORR TAKES UNION CENTRAL 
Assistant Manager New York Compen- 
sation Fund Enters the Life Field 
at Buffalo 

















Paul E. Orr has been appointed man- 
ager of the Buffalo agency of the Un- 
ion Central Life, succeeding C. H. Jack- 
son, resigned. For the last six years he 
has been assistant manager of the New 
York state workmen’s compensation in- 
surance fund. He is a native of Sparta, 
Ga. He started as a traveling salesman 
for an Atlanta glass company. In 1917 
he left the road and became a life in- 
surance agent in Atlanta. Later he was 
made assistant manager of the Travel- 
ers for Georgia. In 1921 Mr. Orr went 
to New York and managed the general 
agency of W. R. Cullen & Co. in New 
York City. In 1923 the New York 
state compensation fund secured Mr. 
Orr for assistant manager. During his 
six years in that position the fund’s 
written premiums grew from $2,632,125 
the first year to $8,346,122 last year. 


Randolph Schmalhorst 


John B. Keene, manager for the 
Northwestern National Life at Cincin- 
nati, announces the appointment of 
Randolph Schmalhorst as assistant man- 








collapse and is unable to get about. He 





ager. Although only 25 years old, Mr. 
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Schmalhorst has made an excellent rec- 
‘rd as a producer. He has been in the 
nusiness five years, having joined the 
Northwestern National on leaving col- 
ege. He is one of the company’s lead- 
ing producers and he is making a very 
fne record this year. The Cincinnati 
qency of the Northwestern National 
Life is one of the leading agencies of 
the company, ranking eighth for the en- 
tire company. 





N. L. ADAMS AGENCY EXPANDS 





Kansas City Sales Organization of 
Sentinel Life Incorporates and 
Will Cover Six States 





KANSAS CITY, MO., July 11.—N. 
L. Adams, general agent here for the 
Sentinel Life, announces the formation 
of the N. L. Adams Agency, Inc. With 
an ultimate capitalization of approxi- 
mately $500,000, the expanded agency 
will handle the Sentinel Life business in 
Kansas, Missouri, Oklahoma, Arkansas, 
Nebraska and Iowa. Mr. Adams is 
president, T. E. Allen, formerly vice- | 
president of the Surety Life, is vice- 
president, and Mrs. Ruth J. Rubel is 
secretary. E. G. Trimble, chairman of 
the board of the Sentinel Life, and Frank 
Harvey, chairman of the executive com- 
mittee of the Sentinel, are also identi- 
fed with the new organization. 

The expansion program is explained 
by officials of the Sentinel as the first 
phase of an extensive sales organization 
by sections all over the country. The 
Adams agency wrote more than $2,000,- 
000 of insurance last year. 





R. C. Lowe 


R. C. Lowe, who was _ formerly 
supervisor for the Penn Mutual Life 
in Ohio, found it necessary to go to 
Texas for his wife’s health. While 
there he came in contact with David 
Johnson of the Minnesota Mutual. The 
result is that Mr. Lowe will locate in 
Texas as supervisor of southern agencies 
for the Minnesota Mutual. 





J. Arthur Tuten 


J. Arthur Tuten has been appointed 
general agent of the Volunteer State 
Life for Charleston, S. C. He is a 
graduate of the University of South 
Carolina and has a splendid life insur- 
ance record. 





Minnesota Mutual Life 


Recent general agency appointments 
of the Minnesota Mutual Life are as 
follows: 

The Locke-Gorrell Agency, composed 
of B. A. Locke and R. W. Gorrell, at 
St. Mary’s, W. Va. 

Charles S. Willcox, Norfolk, Va. 
David P. Smith, temporarily at Win- 
ston Salem, N. C. 

Edwin F. Brooks, Florence, S. C. 

W. W. Elam, Pineville, Ky. 

Walter T. Haines, San Francisco. 


Franklin Toops 


Franklin Toops, manager of the life, 
accident and group division of the Trav- 
elers at Louisville, has been promoted 
to associate manager of the Chicago of- 
fice, which he will join between July 15 
and Aug. 1. Mr. Toops has been with 
the Louisville office for nearly seven 
years and was assistant manager at 
Columbus, O., for about two years be- 
fore going to Louisville. 


Homer J. Roling 


Homer J. Roling, who has been at- 
tached to the Columbus branch of the 
Ohio State Life, has gone to Plymouth, 
Ind., to open a general agency. He 
has a record of 70 weeks’ continuous 
production. 











Curtis B. Hasty 
Curtis B. Hasty, who has been with 
the Provident Life & Accident in Ala- 





bama for the past 12 years in the ca- 
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pacity of both general agent and super- 
visor, has resigned to join the Alabama 
department of the Reliance Life, un- 


der Supervisor N. S. Tomlinson of 
Birmingham. Mr. Hasty is one of the 
young progressive leaders in the in- 


surance business in the state as well as 
being conspicuous in other activities. 





W. B. Daniel 


William B. Daniel, formerly general 
agent for the Pacific Mutual in Balti- 
more, Md., has been appointed general 
agent for Washington, D. C. 





Elmer Adams and J. H. Ritchie 


Elmer Adams, for the past two years 
district manager in west Texas, with 
headquarters at Lubbock, moves to 
Houston to take charge of the east 
Texas territory for the Alamo Life. 
John H. Ritchie, for the past two years 
supervisor in the Lubbock office, is ad- 


vanced to district manager on Mr. 
Adams’ removal. 
J. A. Carroll 


J. A. Carroll, who has been manager 
for the life insurance department of the 
Wendel A. Robertson Company at Fort 
Smith, Ark., for the last year, has been 
named district manager there of the 
John Hancock Mutual Life. 

Mr. Carroll’s appointment became ef- 
fective at once. He succeeded Mr. Rob- 
ertson as district manager. The change 
came after the purchase of the Wendel 
A. Robertson Company by the Arkansas 
Valley Trust Company. 





R. G. Owens 


R. G. Owens of Augusta, Ga., has 
been appointed field supervisor of the 
Pioneer Life at Greenville, S. C. Mr. 
Owens is widely known in insurance 
circles throughout Georgia and South 
Carolina. 


Robert M. Williams 


The partnership of Eakin & Williams, 
for several years general agents for the 
John Hancock Mutual Life at Little 
Rock, Ark., has been dissolved. The 
agency will be continued by Robert M. 
Williams, who represents the John Han- 
cock as sole agent for Arkansas. This 
agency has done a very successful busi- 
ness, 





O. C. Hutchinson 


Orland C. Hutchinson, who has been 
with the Travelers since May 5, 1924, 
has been appointed manager at Cam- 
den, N. J. He was formerly manager at 
Williamsport, Pa. He started at Wheel- 
ing, W. Va., being a native of that city. 


L. R. Burris 


L. R. Burris, formerly of Omaha, has 
been made general agent at Columbus, 
O., of the State Mutual Life. 





Life Agency Notes 


F. M. Grigsby of Galesburg has been 
appointed agency assistant of the Alton, 
Ill., division of the Sun Life of Canada. 

Rawson Collier, well-known Atlanta 
business man, has joined the staff of 
Luther E. Allen, general agent there of 
the Northwestern Mutual Life. Mr. Col- 
lier was for a time general sales and 
operating manager for the Georgia 
Power Company and was for several 


years southern representative of the 
United Engineers & Constructors of 
Philadelphia. 


Wysong Returns From Trip 


Insurance Commissioner C. C. Wy- 
song of Indiana was in Chicago this 
week following his automobile trip 
through North Carolina, Tennessee and 
Virginia. Mr. Wysong was accompanied 
by his family and spent considerable 
time in the scenic parts of these states. 
While on the trip he called on Commis- 
sioner Caldwell of Tennessee, Commis- 
sioner Boney of North Carolina and 
Commissioner Button of Virginia. Dur- 
ing August Commissioner Wysong will 
be in camp with the national guard. 
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Com pleteness— 


(Advertisement 3 of a series) 


With the defensive weapon of the Shield sym- 
bolizing security and protection — with life, 
health and accident policies signifying the ag- 
gressive weapon, Shield Men of the National 
Life and Accident like gladiators of old are ready 
for battle. 


Completeness of equipment is essential in every 
army and National Life and Accident men are 
equipped with all regular forms of policies in- 
cluding paid up at age 65 and premium revers- 
ing at age 65—paid up insurance automatic— 
disability benefits—premium waiver and monthly 
income—double indemnity benefits. All these 
features add to the complete equipment which 
make it worthwhile to wear the Shield button. 






It pays to be a Shield Man! 


NATIONAL 
LIFE AND 
ACCIDENT 


INSURANCE 
COMPANY 


Cc RPOCRATED 


SHIELDS 





NASHVILLE 
TENNESSEE 








TUNE IN 
ON w.S.M. 





THE NATIONAL 
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Growth! 


For the first five months of 1929, The Guardian’s produc- 
tion of new paid business shows an increase of 21.2%. Each 
month so far this year has proved to be the best of its name in 
the Company’s sixty-nine years—in written, issued and paid-for 
business, all three. 


A comparison of The Guardian's rate of progress with the 
remarkable growth of ordinary life insurance in this country 
during the past five years presents an interesting picture. From 
1924 to 1928, inclusive, The Guardian’s annual production of 
new paid-for ordinary life insurance increased at a rate more 
than twice that for the total ordinary life production of all 
United States companies. 


In 1929, for the first five months, The Guardian’s per- 


centage of increase is approximately two and a half times that 
for the country as a whole. 


i. 


THE GUARDIAN LIFE 
INSURANCE COMPANY of AMERICA 


“The Company that Guards and Serves” 


50 UNION SQUARE NEW YORK CITY 






































Disability Protection 
With Term Insurance 


Waiver of premium and monthly income— 
not so very unusual. But here is something 
decidedly out of the ordinary. 

If a Connecticut General Term policyholder 
is disabled at the end of the conversion period, 
his policy automatically converts to an ordinary 
life policy, and waiver of premium and monthly 
income continue. 

Without cost, the policyholder gets insur- 
ance protection for life at a time when he could 
not buy a new policy. Rate folder upon request. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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BALTIMORE BRANCH IS MOVED 
Travelers’ Office Occupies Handsome 
Quarters of 60,000 Square Feet Floor 
Space in Continental Building 





The Baltimore branch office of the 
Travelers, which has been maintained in 
the Munsey building since 1919, has 
been moved to the Continental build- 
ing, covering practically the entire 
tenth floor. The new offices, designed 
for better service and accommodation 
of increasing volume of business in Bal- 
timore territory, contain approximately 
60,000 square feet of floor space, an in- 
crease of almost 50 percent in the floor 
area occupied. With improved facili- 
ties and more adequate space and con- 
venient arrangement of offices, the 
branch personnel is in a position to im- 
prove upon many of the details in the 
conduct of its business. 

F. L. Mason, Jr., manager of agency 
development, life, accident and group 
departments, is in charge. Before as- 
suming his present position July 1, 1925, 
he served the Travelers in Philadelphia. 
He has been associated with the com- 
pany since July 19, 1920. F. L. Chapin 
is branch office cashier. 

The Baltimore office was located for 
years in the Keyser building and was 
removed from that address to the Mun- 
sey building in 1919. The new location, 
which is at the corner of Baltimore and 
Calvert streets, places the branch of- 
fice at one of the most prominent inter- 
sections in the Baltimore business dis- 
trict. 


PHILADELPHIA’S LIFE 
AGENCIES MOVING WEST 





PHILADELPHIA, July 11.—Phila- 
delphia life insurance men are follow- 
ing the general trend of business in 
moving westward. Where formerly most 
of the large agencies were in the insur- 
ance district around Fourth street, most 


of the offices are now several block 
farther west. 

Several weeks ago the four agencis, 
of the Equitable of New York, merg 
into one large agency, moved into th 
Fidelity-Philadelphia building. Noy 1 
announcement is made that the Phi 
delphia agency of the Provident Muty; 
Life, which has always been locat 
around Fourth and Chestnut streets, 
to move Aug. 15 from its present quar. 
ers in the old home office of the co 
pany at Fourth and Chestnut to t, 
Fidelity-Philadelphia building, Broa 
and Walnut streets. 

When the Provident agency move 
next month, it will leave the Penn My. 
tual Life agency as the only larg 
agency in the insurance district, tha 
company has an agency in the new ]ij 
insurance district centering aroy 
3road and Walnut streets. 

However, the insurance district wil 
not be devoid of life offices as a nun. 
ber of the companies, notably _ the 
Travelers, have been opening larg 
downtown brokerage offices. 





Downing Started in St. Paul 


J. H. Downing, who has been ; 
pointed agency manager of the Equit- 
able Life of New York in New York 
metropolitan territory, taking charge ¢ 
the agency formerly conducted by Mer. 
vin Lane, started his insurance caree: 
with the Equitable in St. Paul. He en- 
tered the home office a little over a year 
ago, being assigned to special work 
the agency department in connect 
with salary savings insurance. 





Cover Trust Company Employes 


The Puritan Life of Providence, R. ! 
has sold a group insurance contract cov- 
ering some 250 employers of the Rhod 
Island Hospital Trust Company, one oi 
the oldest trust companies in New Eng- 
land. The deal amounted to something 
like $650,000, the minimum insurance | 





ing $1,000 and the maximum $5,00 
depending upon the person’s salary. 
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OLD LINE MUTUAL UNDER WAY 





Iowa Company Receives Approval of 
Insurance Department—Will Issue 
Four Types of Policies 


DES MOINES, IA., July 11.—With 
the approval of the Iowa insurance de- 
partment, announcement is made that 
the Old Line Mutual Life is ready to 
begin active operations. The company 
has secured 300 policyholders, as _ re- 
quired by law, President D. E. All- 
dredge announces. The necessary re- 
serve fund has been deposited and the 
company is ready for action. 


Formed Last Fall 


The Old Line Mutual was organized 
last fall and since that time all of the 
required details have been complied 
with. The company is now organizing 
an agency force and as soon as com- 
pleted work will begin in earnest. 

For the present four different kinds 
of policies will be featured. Ordinary 
life, 20 payment life, endowment at 65 
and a special contract with half rate the 
first ten years. President Alldredge is 
personally supervising the organization 
of an agency force for Iowa territory. 
Other officers are: F. L. Groesheck 
and M. E. Brackett, vice-presidents; 
Ward E. Hall, secretary, and Fred A. 
Hermann, treasurer. The directors are 
Charles W. Dau, J. S. Green, G. E. 
Laubachand, Dr. Carl H. Carryer, with 








Dr. F. E. Foulk, medical director. 





NELSON’S AGENCY THRIVING 





Iowa State Organization of the Equita- 
ble Life of New York Makes 
Fine Progress 





M. C. Nelson of Des Moines, agency 
manager of the Equitable Life of New 
York in Iowa, is making an excellent 
record. In June, 1926, the management 
of the state agency was changed. There- 
fore Mr. Nelson decided on making J une 
each year an anniversary month. Dur- 
ing June the district managers, who nov 
number 10 in the state, take over the 
entire details of production and put o: 
a campaign in honor of the state man- 
ager. During June of this year the paid- 
for business amounted to $1,844,000, 
which is $200,000 greater than the larg- 
est previous month in the agency. The 
written business was $3,100,000. The 
paid-for business the first half of the 
year was $7,605,000. The agency is $1. 
330,000 ahead of the first six months of 
1928. Mr. and Mrs. Nelson have gone 
for an extended trip to the Pacific 
Northwest and Alaska. They will returs 
through the Canadian Rockies. 





EARL A. EIDE’S AGENTS 
GATHER FOR CONVENTION 





There were over 150 delegates pres- 
ent at the agency convention conducted 
by Earl A. Eide, manager of the ordi- 
nary department of the Prudential at 
St. Paul. Supervisor A. N. Gray 
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sented the home office. The Eide 


repre I 
agency is now five years old and is 
“ducing more than $200,000 a week. 
it will write between $10,000,000 and 


«2,000,000 this year. Last year the 
agency was listed as one of the leaders 
- «he country, having finished No. 12. 
For May it was listed as No, 7 in new 
ysiness. Mr. Eide is a progressive 
manager and he has the men with him 
at all times. 


Langmuir Visits Agencies 


\pproximately 60 field representa- 
tives of the New York Life in the Sioux 
City, Ia., district, held a luncheon in 
that city last week honoring Charles H. 
Langmuir, third vice-president, and O., 
Rk. Carter of Des Moines, supervisor at 
ge. Both Mr. Langmuir and Mr. 
Carter addressed the luncheon-meeting. 
Agency Director J. Y. Hamilton of the 
Sioux City office also spoke. 

Mr. Langmuir was also the guest of 
honor at a dinner given at Waterloo, Ia., 
last week by 45 leading producers for 
the Waterloo branch. 





Widow Gets Matlock Insurance 


Circuit Judge Landwehr of St. Louis 
sas decided that the $10,000 insurance 
on the life of Charles Matlock, who was 
shot and killed by his wife, Mrs. Helen 
Matlock, should be paid to the widow. 

When tried for murder several weeks 
ago Mrs. Matlock was acquitted, the 
jury accepting ‘her statement that she 
had shot and killed her ‘husband in self- 
defense. Mrs. Matlock testified that 
when she fatally wounded her husband 
she didn’t know he carried the insur- 
ance. 

Mrs. Matlock was named as bene- 
ficiary in the policy, but ‘her right to 
the money was contested by the guar- 
dian for Charles Matlock, Jr., 10-year 
old son of the slain man by his first 
wife, while creditors contended the in- 
surance fund should be paid to Matlock’s 
estate. The Bankers Life entered an 
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An 
UNDERWOOD 





-for every need! 


N° matter what your 

requirements may 
be—there is an Under- 
wood Standard 
Typewriter that will 
satisfactorily fill your 
needs. 


There is a machine for 
every use. In service 
and quality of work each 
is characteristically 
Underwood. 


Underwood 


d & Portable Typewriters & Bookkeeping Machine 
UNDERWOOD TYPEWRITER COMPANY 
’ , f v Compse 


i ‘ weal f pony 
MADISON AVENUE NEW YORK, N.Y 
Caderwood, Ellvott-Fisher, Sundstrand—Speed the World's Business” 














interpleader for the purpose of having 
the court decide to whom the proceeds 
should be paid. 





Pennewell Speaks at Omaha 


Lawrence E. Pennewell, district man- 
ager for the Mutual Life of New York 
at Oshkosh, Wis., under the Gifford 
T. Vermillion agency at Milwaukee, was 
one of the principal speakers at the an- 
nual meeting of the agency headed by 
Walter E. Rigg, manager at Omaha, 
Neb. Mr. Pennewell spoke on “En- 
thusiasm,” and on “The Fundamental 
and Argumentative Type of Salesman.” 





| SOUTHERN FIELD 











LARGE BUSINESS POLICY SOLD 





Chain Store Head Buys $500,000 Con- 
tract of Penn Mutual and 
Lamar Life 





Mississippi has entered the group of 
southern states in which life insurance 
in large units is being delivered. This 
it has done through the issuance of a 
policy for $500,000 on the life of W. 
B. McCarty, president of Jitney-Jungle, 
Inc., at Jackson, Miss., the insurance 
being for the benefit of the corporation. 
The Penn Mutual and its reinsurers 
cover $400,000 and the Lamar Life 
$100,000. 

Dan W. Bufkin, the Penn Mutual's 
associate general agent in Jackson, han- 
dled the transaction. This policy is the 
largest ever delivered in Mississippi, and, 
consequently, is the largest yet taken for 
the benefit of a corporation in that 
state. 

Jitney-Jungle, Inc., is a fast-expand- 
ing member of the constantly growing 
grocery chain store organizations of the 
country. It was organized in 1919 in 
Jackson,.and now operates in 14 states, 
with total sales of approximately $10,- 
000,000 in 1928, 

Distinction between Jitney-Jungle, 
Inc., and the other chain store systems 
is that the corporation does not own 
and manage stores in its chain, but sells, 
on a royalty basis, franchises to op- 
erate the Jitney-Jungle system. The 
essential feature of this system is that 
the organization owns fixtures-layout of 
the stores, which are designed for self- 
service, at the lowest expense cost and 
possessing the highest sales attracting 
power. 

The company manufactures these fix- 
tures and sells them at cost, under a con- 
tract which requires the purchaser of a 
franchise to operate his store accord- 
ing to the system. In addition to 
the fixtures, foundation of the system is 
participation by the franchise holder in 
the enormous buying power of the par- 
ent company. The Jitney-Jungle system 
enables its storekeepers easily to meet 
any other chain store competition. 

The business is rapidly being ex- 
panded, and it was to indemnify the cor- 
poration in the event of the death of its 
president that the insurance was taken. 
Mr. McCarty is prominent in Missis- 
sippi’s business life, and is a member 
of the board of directors of the Mer- 
chants Bank & Trust Company and of 
the Southern Building & Loan Associa- 
tion of Jackson. 





Visit Texas Agencies 


O. J. Arnold, president of the North- 
western National Life; W. F. Grantges, 
agency director, and Homer G. Hewitt, 
Texas state manager, are visiting 
agencies in Texas. 





Kentucky Is Well Organized 


The Pacific Mutual having now com- 
pleted its Kentucky organization fol- 
lowing the death of State Manager Rob- 
ert L. Coleman, the state will go for- 
ward with splendid production. Thomas 
H. Wall of Ashland was appointed gen- 
eral agent in eastern Kentucky and Rob- 
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Provident ‘Mutual 


Life Insurance Company of Philadelphia 





FOUNDED 1865 


























W. L. MOODY, JR. W.L. MOODY, Ill + W. J. SHAW 
President t tary 
SHEARN MOODY T. L. CR 
Vice President Vice President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$546,645,788.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 
ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features, 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
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WANTED — 


A wide-awake 


General Agent 


for the city of 


Cincinnati 


to represent an Eastern old line 


legal reserve company. 


Unlimited 


possibilities for the man with 
initiative. 


Interview by appointment. 
Write qualifications which 
will be held in strict confidence 


Address M90, The National Underwriter 
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AWAITS THE MAN 


FOR THE FUTURE 


Openings for general agencies in 


WISCONSIN MINNESOTA 
ILLINOIS MICHIGAN 


INDIANA 


OSH hii WISCONSIN 
AV, 


AND: HEALTH 


A REAL GENERAL AGENT’S CONTRACT 


WHO IS INTERESTED IN BUILDING 


LOW NET PREMIUMS AND A DIRECT HOME 
OFFICE CONNECTION, makes it possible for our 
general agents to render prompt service. 
policies from birth to Age 64. 


We issue 


INSURANCE 








ert H. Ford of Louisville for the west- 
ern part of the state. Mr. Ford was 
manager at Louisville for Mr. Coleman 
at the time of the latter’s death. He is 
a graduate of the University of Ken- 
tucky, spent a number of years at Lex- 
ington representing the company. 





Oklahoma Passes Billion Mark 


Legal reserve life companies and as- 
sessment life associations had $1,003,- 
328,841 in business in force in Oklahoma 
at the end of 1928, of which $986,468.- 
139 was legal reserve and $16,860,702 
assessment, as shown in the report ot 
Jess G. Read, imsurance commissioner. 
This is the first time since statehood the 
figures have: gone above the billion 
mark. This does not include fraternals, 
stipulated premium companies and mu- 
tual benefit associations. 

New business written last year by 
legal reserve companies, including ordi- 
nary, group and industrial, was $259,- 
493,115, being $17,755,272 more than for 
the previous year. 





Transcontinental to Start 


The Transcontinental Life of Okla- 
homa City will be ready for business 
July 15. It has taken offices in the new 
Commercial Exchange building. George 
A. Henshaw is president; John E. Dick- 
son, vice-president; former United States 
Senator John W. Harreld, secretary, and 
Scott Ferris, treasurer. T. F. Foster will 
be agency supervisor. 





Governor Signs Texas Bills 


Governor Dan Moody of Texas has 
approved and filed two insurance bills 
passed by the legislature in second 
called session which ended July 2. The 
bills are those exempting cash surrender 
value of life insurance policies from 
liability for debt and permitting fra- 
ternal members to name their own bene- 
ficiaries. 





Increase Commissioner’s Salary 


Falling in line with sister states, Okla- 
homa is now prepared to recompense her 
insurance commissioner more adequately. 
Before adourning its special session Sat- 
urday, the Oklahoma legislature author- 
ized increases in salaries of many of- 
ficials in the various state departments, 
placing the insurance commissioner’s sal- 
ary at $5,000. This is practically dou- 
bled, and becomes effective in 1930, when 
a new incumbent is to be elected. 
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CLENDENEN MADE MANAGER 





Former San Francisco Assistant Given 
Charge of Travelers’ Oakland Branch 
—Zeus Returns to Coast 





Norman F. Clendenen, for the past 
four years assistant to Arthur S. Hol- 
man, manager of the Travelers at San 
Francisco, has been appointed manager 
of the life, health and accident depart- 
ment of the Oakland and East Bay ter- 
ritory with Carl Whitehouse as man- 
ager of the casualty department. 


Hepfer Succeeds Clendenen 


Mr. Clendenen is succeeded as assis- 
tant manager in San Francisco by R. 
Hepfer, formerly manager of the 
Oakland office. C. Y. Loucks, now man- 
ager of the group department in San 
Francisco, is being transferred to Chi- 
cago as assistant life manager. L. A. 
Perkins, formerly assistant life manager 
at Seattle, also goes to Chicago as as- 
sistant manager. These changes are ef- 
fective Aug. 1, while those in San 
I'rancisco and Oakland take effect im- 
mediately. 

Otto L. Zeus, formerly assistant sup- 
erintendent of fagencies, who for 17 













ACROSS 
THE 
NATION 


Extends the Territory of | 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga, Tennessee 
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years prior to his home office appoint- 





ment was assistant to Mr. Holman in 











Somewhere on This Broad 
Map There Is an Agency | 
Opportunity for You 


with 


LIFE INSURANCE 


Modern Policies at Low Cost 
—Liberal Agency and Prompt 
Service 

or 


ACCIDENT & HEALTH 
INSURANCE 


Full line of Broad Coverage 
Commercial Policies, Quick 
Selling $5.00 and $10.00 Auto- 
mobile Accident Policies and 
Accident and Health Insurance 
on the Monthly Premium and 
Pay Order Plans. 


GROUP LIFE 
INSURANCE AND 
GROUP ACCIDENT 

AND HEALTH 

INSURANCE 
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Sgn Francisco, will be assigned to that 
cfice as associate manager about Oct. 1 





WN 


Announce El Capitan Club Meeting 


The annual meeting of the members 
of El Capitan Producers Club, the lead- 
ing producers Organization of the Cali- 
jornia State Life, will be held the last 


week of August at Hotel Del Coronado. 
This will bring together about 60 field 
IM representatives of the company from 
MM the nine states which compose its op- 


erating territory for a conference with 
home office officials. 

To qualify for attendance at the El 
Capitan conference, field men must pay 
for at least $125,000 of new business, 
to be written and examined prior to 
July 1. 





Buys Western States Stock 


The American Company, an underly- 
ing company of the American Trust 
Company of San Francisco, has pur- 
chased a large interest in the Western 
States Life of that city. The company 
has made steady and consistent growth 
and the stock is looked upon as a good 
holding. N. R. Tucker and B. W. Ford 
of the investment firm of Bond, Good- 
win & Tucker of San Francisco and 
Arthur D. King, a banker of Oakland, 
have increased their holdings in the 
company. 





Strong Has Convention 


E. N. Strong of Portland, manager of 
i the National Life of Vermont in Ore- 





Sency | gon, held a two days’ conference of his 
, agents because of the record that the 
ou agency made in May, it being second in 


paid-for business among the 65 agen- 
cies of the company. There were a 
number of speakers who took part in 
the meeting. 


CE First National Buys Building 


The Continental Trust building at 
Seventeenth and Larimer streets, Den- 
ver, Colo., has been sold to the First 
National Life of Colorado. The com- 
pany, Charles G. Pfab, president, and 
Roscoe S. Evans, secretary-treasurer, 
said, will use the building as its home 
office and will occupy the third floor. At 
present the offices of the company are 
TH in the Boston building. 





Launch New Montana Company 


The Pacific Northwest Life of Great 
Falls, Mont., the first mutual life com- 


—_—— —— — —— 





| 
New President 




















SPENCER THORPE 


Spencer Thorpe, well known attorney 
at Los Angeles, who has large realty 
interests there and becomes president 
of the new Hamilton National Life, is 
prominent in his section of the state. 
The paid-in capital and surplus of the 
company is more than $500,000. Mr. 
Thorpe is familiar with insurance. Al- 
lan B. Clark, assistant to the president, 
was formerly connected with the Mu- 
tual Life of New York and the Union 
Central Life. Roy C. Swain, secretary, 
was formerly with the Montana Life, 
latterly being southern California man- 
ager for the California State Life. The 
company is backed by high grade busi- 
ness men of California. It will write 
life, accident and health insurance. 








There are two other legal reserve life 
companies in Montana, the Montana 
Life of Helena and the Lewis & Clark 
of Great Falls. 





Talks to Peterson Agency 


W. Edward Beach, professor at Har- 
vard and instructor at Stanford Univer- 
sity’s summer school, addressed the 











Tage pany in the state, was recently incor- | agents of the San Francisco office of 
uick porated. T. C. Bassett, president, went | the Phoenix Mutual Life last week, 
‘ to Montana three years ago to join the | discussing the present economic situa- 
\uto- Lewis & Clark Life of Great Falls. Be- | tion with special reference to the stock 
and|—™ ‘ore that he was an official of the West- | market. Clarence W. Peterson, man- 
mans ; ern Life and State Life of Des Moines. | ager, presided at the meeting. 

and _ 
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ACCIDENT AND HEALTH FIELD 











FORM TWO NEW COMPANIES 
Chicago Men of Long Experience Be- 
hind Independence Life and Depend- 
able Accident and Health 





A group of men in Chicago headed by 

W. F. Matz, well known accident and 

health man of Chicago, have formed the 

Independence Life Insurance Company 

and the Dependable Accident & Health 

Insurance Company. The companies 

T will write a $1 per month nonclassified 
Policy. 

Showing Fine Business 


The Independence was organized 
April 1 and is showing a very fine vol- 
ume of business. Mr. Matz has had 
over 20 years experience in the life and 
health and accident business in Chi- 
cago. He has been vice-president of 
the Great American Casualty of Chicago 
tor two years. ? 
az Gorman is secretary of the Inde- 
pendence and N. Antrim is secretary of 














the Dependable Accident & Health. Mr. 
Matz is president of both companies. 

The companies are both organized on 
the assessment basis, but will go over 
to the stock basis in about a year. The 
Independence company has already es- 
tablished a fine agency for Illinois and 
is rapidly expanding itself. It now has 
its application on file for entrance into 
18 additional states. 

The charter of the companies is very 
strong, in that it requires that 75 per- 
cent of the second year premium go to 
the reserve account. 


MARYLAND CASUALTY 
GETS OUT NEW POLICY 








The Maryland Casualty has gotten 
out a new accident policy having in- 
creased hospital benefits. The company 
says that the increasing cost of surgical 
operations, hospital and nursing atten- 
tion incurred on account of accidental 
injuries has made a demand for indem- 
nity covering these expenses. The new 











33% GAIN! 


in Paid-for New Business, comparing the first six months 


of 1929 and 1928. 
gain is 


$41,247,378 


In dollars of delivered insurance the 


equaling our gain for the entire prosperous year 1928. 


34% GAIN! 


in Paid-for New Business in June, compared with June, 


1928. 


The Explanation 


These notable figures are the result of our new system 
of recruiting, training, and supervising, together with our 
educational schools and other strong aids to selling, includ- 
ing an up-to-date Direct Mail Department,—all reinforced 


by our 


Split-Second Service 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. 


Hugh D. Hart, Vice-Pres. 


The Penn Mutual Life 
Insurance Company 


Philadelphia, Pa. 
Independence Square 


Founded 1847 

















policy is the “special accident policy 





Supervisors Wanted in Ohio 


Real Opportunities for the Right Men 


We want to hear from properly 
who are familiar with territory in 


ualified men 
hio and can 


help us to organize and develop our agency force in 


that state. 


The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 


personal business sold. 


We want men with a sound knowledge of modern 


underwriting principles. 


They must be in good 


health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 


ally successful in selling life insurance. 


Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 


rience to do effective work from the start. 


If interested, get in touch with: 


W. T. O"DONOHUE Vice-President and Agency Menager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 340 MILLIONS IN FORCE 
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\ Efficient Claims la 


Liberal policies \ 


Good territory 
— SUCCESSFUL 
Agency— Building NATIONAL 
Co-Operation from =a 
= e Office -- AGENCIES 





Service 





Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE, 


NATIONAL CASUALTY COMPANY 


Detroit, Michigan 
W. G. Curtis, President 


























Satistying Service 


THE MUTUAL BENE- 
FIT LIFE writes policy 
contracts that meet the needs 
of the people; assists its 
agents in presenting these 
contracts; and gives to 
policyholders a service that 
satisfies. 


Newark, N. J. 
Organized 1845 


The Mutual Benefit Life Insurance Co. 








A POLICY YOU CAN SELL 


Our Company offers complete protection. 


Concord 


i 


$5,000 


ALL IN ONE POLICY 


Aang eater Gd dadthe:a ooo 9000 ccevncghececéccccoec® SOD 
Amy accidental dedth....ccccccscccccccccceccss MOOD 
Certain accidental deaths ..........0eeeeeee00+- 15,000 
Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 


85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medicaL 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. Write 
him direct . . . and directly. 


UNITED LIFE 


Inquire! 





AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 

















form RR.” For any injury an amount 
not to exceed 5 percent of the principal 
sum is payable for the cost of hospital 
or graduate nurse attention. In addi- 
tion to the ‘hospital or graduate nurse 
benefit for any injury named in a sched- 
ule of operations, surgeon’s fees are 
payable for specified amounts. The 
policy may be issued to men or women, 
whether employed or engaged in any 
business or unemployed, the age limits 
being from 18 to 59 years. For class 
A on a $5,000 policy, the rate is $17.50; 
class B, $21; class C, $24.50; class D, 
$29.75. The principal sum is payable 
for death by accident and proportionate 
amount for the loss of a limb or sight. 


ACCIDENT COMPANY 
LEVIES ASSESSMENT 


The American Underwriters Health 
& Accident with executive offices in the 
Occidental building, Indianapolis, has 
assessed its policyholders on account of 
heavy claims. Secretary Earl M. Hen- 
derson states that accident claims have 
been very heavy on account of automo- 
bile injuries and there have been a num- 
ber of sickness epidemics in different 
parts of the country. It has been found 
necessary to levy a special assessment to 
meet the obligations. This is a small 
assessment concern. 


Commissions Now Reduced 


The Continental Casualty has now 
formally reduced commissions 5 percent 


July 12, 1999 


on the health portion of disabilit poli. 


Rather than increase rates or make ths 
policies less liberal, it was thought phew 


to decrease the commission on the 
| health element. Hereafter the ty 
| portions of the premium will be divide 


and a different commission paid on eae) 





Two Made Field Superintendents 


W. S. Roberts of Memphis ang 

| Bernstein of Newark have been ppp. 
|} moted to field superintendents in the; 
respective districts by the Washinet 


| Fidelity National. 


Extend Law On Ticket Policies 


MADISON, WIS., July 10—aAr 
amending the Wisconsin statutes rela; 
ing to acvident and health insuran 
policies has been signed by Govern 
Kohler. It extends the law covering 
railroad ticket policies to include air. 
Plane ticket policies sold only at air. 
ports or at airplane ticket offices by dul 
authorized employes for passage on dy! 
licensed and authorized air lines per. 
mitted to carry passengers and motor 
bus ticket policies sold only at motor 
bus stations or ticket offices by the duly 
authorized employes for passage on duly 
licensed bus lines permitted to carry 
passengers. 

The section which is extended to cover 
the new forms of transportation is that 
which provides that the standard provi- 
sions need not be included in ticket 
! policies. 











___NEWS ABOUT 


LIFE ; POLICIES | 








Policy Literature. Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, ae ean and all Changes in 


Digest” and ‘‘Little Gem,”” Published Annually in May and April respectively. 


Supplementing the ‘“‘Unique Manual- 














NEW POLICY FOR SENTINEL 


Juvenile Educational Contract in $10 
Monthly Units Payable for Four 
Years Issued 


KANSAS CITY, MO., July 11—A 
new juvenile educational policy has been 
issued by:the Sentinel Life of Kansas 
City, and is written from age 0 to 15. It 
is to be sold in units of $10 a month, 
payable for four years. This method 
was decided upon in order to allow the 
father to decide the exact amount of 
income per month he desires to give the 
child for its college education. The en- 
dowments become payable at 18 years 
and will be paid in installments for four 
years. The policy will be sold only on 
the income basis. The only other policy 
the Sentinel has offered to date of like 
nature is the 20-pay life policy. 

The following are the rates: 


Rates Per $480 


Age Prem. Age Prem. 
Biviviasévewe $22.64 eee $40.14 
Red cee nceene 24.16 ide anes mi 44.68 





Ohio State Life 


The Ohio State Life has issued a new 
low-premium life expectancy term pol- 
icy, the purpose of which is to provide 
insurance for a period of years equal to 
the expectancy of life at the age at 
which the policy is taken out. The pol- 
icy, which is written in a minimum 
amount of $5,000, covers standard male 
risks only, ages 15 to 55, and carries 
guaranteed cash, loan, paid-up and ex- 
tended insurance values. Provision is 
made for disability and accidental death 
benefits by the paying of a small addi- 
tional premium. The policy is particu- 
larly designed for business men and ex- 
ecutives of large business concerns, who 


are desirous of securing maximum pro- 


DIVIDEND ON TERM POLICIES 


Pacific Mutual Life Announces In- 
creased Schedule on Its Five and 
Ten Year Convertibles 


The Pacific Mutual announces an in- 
creased schedule of dividends on par- 
ticipating five and ten-year convertible 
term policies written on and after July 
1, 1929. There will be a concurrent in- 
crease in dividends on existing term 
policies after July 1, 1930. The com- 
pany states that in order to avoid ex- 
cessive expense attached to the issuance 
of small policies and low premiums, it 
will entertain applications for term in- 
surance for not less than $5,000 except 
where insurance on some other form is 
being applied for in conjunction with 
the term policy so that the total amount 
of coverage applied for at the time is 
1.0t less than $5,000. In no event, how- 
ever, will a term policy be issued for 
less than $2,500. Illustrations of the 
new dividend scale for $1,000 are as 


follows: 
10-Year Convertible Term 
End Age Age Age Age Ame Age 
of Yr. 20 30 35 55 
ete $3.81 $4.00 $4.19 $4. 47 $4.57 $7.8 
i: 3.90 4.12 4.28 4.63 5.27 52 
a” weeee 4.02 4.32 4.50 4.91 5.57 ; 64 
5-Year Convertible Term 
End Age Age 4 ge . Ag e Age 
of Yr 20 5 55 
yee: eet $3.47 $3. 36 $2.75 $3. 2 $5.42 
Bcc 7 3.62 3.85 4 13 5.90 


Provident Life é & Accident 


The Provident Life & Accident of 
Chattanooga has issued a line of juve- 
rile policies ranging from 1 day to 14 
years. They are offered on the 20 pay- 
ment life, endowment maturing at age 
16 and endowment maturing at age 
The first juvenile policy was issued te 
Thurman W. Payne, Jr., age 1 year, 5° 
of the general agent of the company 4t 
Chattanooga. 





Equitable of New York 
In the past the Equitable Life of New 





tection over a long period of years at a 
low cost. 


York has not issued the disability clause 
on certain special annuity or income 


cies. The Continental Casualty ph, 
found that its health coverage, as oth» 
companies have discovered, is unprofit. 
able. The experience for the last 
yeors shows an underwriting lees 
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rms. Some time ago the company 


may be issued on all forms except pure 
dowment, survivorship annuities and 


, joint life policies. The 1929 Unique 
modified the rule so that now disability | Manual Digest, therefore, should be cor- 








rected so far as the “disability” para- We Write All Standard Forms of Participating and 
ee eT ae Non-Participating Insurance Contracts and in 








Addition the Following SPECIALS 


2. Personal Life Monthly Income for Rejected Risks. 











4 NEWS OF THE FRATERNALS ape vane Pate on 


8. The Best and Most Liberal Sub-Standard Facilities. 





pLANS OF MODERN WOODMEN 


fraternal Gives Information as to 
Course It Will Follow in Higher 
Rate Basis 


The Modern Woodmen of America, 
which has decided to go on a higher 
rate basis, states that the assets pro- 
ected to July 1 are approximately $40,- 
000,000. The required reserves set aside 
for certificates issued since July 1, 1919, 
computed on the M. W. A. table and 4 
percent require about $9,000,000. The 
remaining $31,000,000 is to be appor- 
tioned as reserves on certificates issued 
orior to July 1, 1919, as follows: ; 
“In order to carry all certificates with 
no change in rates until the members 
have a chance to select an option, a 
special reserve is set aside of approxi- 
mately $8,000,000. The remaining fund 
of $23,000,000 is alloted to members 
over 66 years of age and provides sub- 
stantial credits that operate to reduce 
the rates from what they would be at 
attained ages. 

Options Are Presented 


These members, and all under age 67 
who joined prior to July 1, 1919, have 
the following options: 

1. To leave the certificate on its pres- 
ent terms, having it valued on the ac- 
cumulation basis and continuing payment 
of the same rate as heretofore. The 
member’s account is credited with the 
contributions paid, together with inter- 
est on the accumulation as signed and 
puilt up, and charged with the annual 
cost of protection. If the cost is greater 
than the members’ contribution, the de- 
ficiency is taken out of the accumulation 
credited to that certificate. When the 
accumulation is exhausted the member 
automatically goes on a current cost 
basis. 

Present Rate Table 


2. The level rate table in force since 
July 1, 1919, has been extended to the 
higher ages. All members written prior 
to that date may transfer to this table 
at attained ages. This monthly rate per 
$1,000, for members under age 67, is ac- 
cording to the following table, at the at- 
tained age of the member Jan., 1930: 





The monthly rate for those who are 67, 
8, 69 or 70 is $6.50 per $1,000. 


Term Insurance or Reduced Amount 


3. The member may continue payment 
of the present rate and have his certifi- 
cate changed to term insurance expiring 
at some definite age, or 
_4. A definite reduced amount of whole 
life insurance will be granted, the amount 
being what the rate paid heretofore will 
Purchase on the new scale. 

Members who are 70 years of age or 
older have paid-up insurance according 
to the following table, and may have 
whatever additional insurance they want 
Provided the total does not exceed the 
pretent amount of the certificate) by pay- 
of the attained age rate therefor on 

atever plan is selected; or they may 





have the cash surrender value of this 4. Children’s Educational Policies age 1 day to 10 years. 


paid-up insurance, also indicated below: ag atta Health and Accident Policies. 

Paid-up Cash | Paid-up Cash So etm pcr Bate ot, otnaktt on o 
Age Ins. Jalue Age Ins. Jalue a 
70 ....$200....8125 85 ....$310....$255 Sen aes to ais CS Cy camipaaey Eas eae gute 
71 .... 205.... 180 86 |... $320.... 2 
ae ee eer | ee Very desirable territery epen te 
ae sree + SE sae ES sess Beprace oe OHIO — INDIANA — KENTUCKY — TENNESSEE 
‘ “eee =mVeeee Os “**e ‘ “eee — 
a ate A Tn) ean Oiicces mae : 
76... 230.... 170 91 °... 450... 390 Address S. M. CROSS, President 
77 5 ices Me GE once Benes OO 
78 :..: 240.::: 185 93 [::: 550...: 495 OLUMBIA LIFE 
79 .... 260 190 94 |... 600.... 540/ 7 
0 


So .... 360.... 198 95 .... 658... 098 INSURANCE COMPANY 
ee et OF eee eee | Cincinnati, Ohio 


84 .... 300.... 245 99 ' 950.... 900 

















For example, a member 75 years of age 





has $225 of paid-up insurance on a $1,- 


not to exceed $775 of insurance by pay. || ARE YOU AWAKE TO OPPORTUNITY 











red the cL rate oe a yer a Life Insurance Men of Vision Know That the Greatest 
otal o nsurance, erefore, he ° 
would pay the rate for only $275. I th oe I 

May Transfer to Any New Form 00 ow e F y DO 

Members may exchange for any of the NOT T LARGE NOT T OLD 
new forms of certificates, or for one of NOT TOO SMALL NOT TOO YOUNG 
the term insurance plans heretofore avail- The Solid Growing Company Officered by Men Who Are Agency Minded 
able, making the exchange at attained 
age. The new forms are: Ordinary Life, 00 
20-pay life, and 30-pay life. All new WE HAVE THE T LS 
forms provide paid-up and extended in- icips . icipe olicies smen erme 
surance values after three years, and vant Se af Rett Disckitity and = x a - = Coe © ws 
cash values after age 70. Rates for the 
three new certificate forms are based on Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
the M. W. A. (new) table of mortality Contracts and Special Producer’s Clubs 
ann © poreent. If You Are Ready for a General Agency There Is Desirable Territory Open in 
New Plans Have Non-Forfeiture Options 1OWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 
aah ooh a aentek teens eee oe THE OLD LINE 
based on the old M. W. A. table of mor- CEDAR RAPIDS LIFE INSURANCE COMPANY 
tality and 4 percent and do not provide Jay G. Sigmund—Vice-Pres. & Agency Director 
any non-forfeiture options before age 70. COL. C. B. ROBBINS, Pres. Cc. B. SVOBODA, Secy. 
It is the purpose to have these new con- CEDAR RAPIDS, IOWA 


tract provisions and privileges explained 








to the individual members, so that each Se ——————————— 
one may make his selection to the best 


advantage to himself and his beneficiary. H oO M E Oo F FI i E E x E Cc U BY IV E S 





Court Refuses to Act Please write us about your investment 
The Kansas supreme court has refused problems in Southern California. 
to interfere with the internal affairs of We invite investigation — and are in a position 
the Fraternal Aid Union and Attorney to represent Eastern and Middle Western Life Insurance 


General Smith has declined to make ap- 
plication to the federal court for a re- 
ceiver. A. R. Lamb of Coffeyville, rep- 

resenting various members of the fra- INDEMNI i ‘ MOR I GAGE 
ternal, requested the appointment of a 
receiver to take charge of the society INS URANCE COMPANY 


on the ground that the present officers P 
are wasting the society’s funds, paying Under State Supervision 


Companies—on First Mortgage Investments. 

















themselves too large salaries and ex- LOS ANGELES, CALIFORNIA 
penses and putting relatives on the pay- a — 
roll. 








Court Modifies M. W. A. Opinion 


mane gobiection of tne atoaeen, Wooe-|1 GLOBE LIFE INSURANCE CO. OF ILLINOIS 


contained in a recent decision of the 


Nebraska supreme court in a suit on a 431 S. Dearborn St. Chicago 


policy that it was contesting was partly 
sustained by that tribunal, which struck 
from the decision this quotation taken POSE BARRY DIETZ WM. j. ALEXANDER 
from a former decision: President Secretary 

“A charitable organization which col- 
lects its funds with avidity, but is astute Successor to 
in finding excuses for not bestowing 
them upon the designated objects of its 
bounty, is not entitled to any exclusive GLOBE MUTUAL LIFE INSURA E e 
or special consideration at the hands of 


the court. The enormous volume of liti- INCORPORATED 1895 T. F. BARRY, Founder 





gation with which associations of this 
kind have flooded the country and the 














MINNESOTA——MISSOURI 











COLORADO——— ILLINOIS INDIANA IOWA KANSAS————-KENTUCK Y———- MICHIGAN 


. ‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


0. W. JOHNSON, President 134 North La Salle Street, Chicago S. W. GOSS, Vice-President 
HIO——_—-OREGON-— PENNSYLVANIA——— TENNESSEE VIRGINIA—— WASHINGTON WEST VIRGINIA—- NEBRASKA 


=————= VEITIOGV.) BLES 


©—ARKANSAS——CALIFORNIA- 






































































Supervisors | 
For Life Agency | 


E HAVE openings for several young 

men of two or three years’ experience, 
with “Guaranteed Net Cost” Companies, to 
become associated with us as Supervisors in 
our Life Insurance Department. 


Men who have been thoroughly schooled in 
training and organization work, with some. 
actual selling experience, will be given pref- 
erence. 


This is a general insurance organization of 

prominence, with a splendid clientele, and 

represents the most aggressive and fastest | 

growing Ordinary Life Company in the coun- 

try—THE LINCOLN NATIONAL LIFE | 

INSURANCE of Fort Wayne, Indiana. | 
Your answer should give full particu- 
lars regarding your experience and 
self. No investigation will be made 
until we have your permission, 





INCORPORATED 
Century Building, Wells at Third 
Milwaukee, Wisconsin 






























ATTRACTIVE K 
GENERAL AGENCY edad ‘ 
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CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


wr 
© 


» 


LIFE INSURANCE 
REC LAMATIO N 
CONSERVATION 


JACK ROBERTS HANNewss 


10 
. SO.LA SALLE ST... 
, CHICAGO ,. 


éd 


Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 






BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependents 


If you can qualify for this oppor- - 
tunity, give full details of all past 
business connections in your first 
letter, which will be treated as 
confidential. 


W. C. 










A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
SPRINGFIELD, OHIO 
Presents itself for a high grade producer 
and agency builder for the position of Man- 
» eee Sse Sate & tee 

cocina -m >t. 2-4-4 4 














General Agents and Managers 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE 


9th Floor Insurance Exchange, Chicago 


Capital, $500,000 Surplus, $500,000 
Contingent Reserve, $500,000 


ROBERT H. BEARD, 
Vice-Pres. and Genl. Mgr 





E. D. SEIP, 
President 
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extremely technical character of 
defenses and in many 


upon their beneficiary certificates are a 


sufficient commentary upon an appeal 
for tender consideration by the judic- 
iary.” 

This language, written years ago by 


their | 
cases to actions | 


1999 


July 12, 


Commissioner Ames, had later been », 
pudiated by the court. The Woodme 
attorneys were unsuccessful in gety,, 


stricken out equally strong criticism by 
Commissioner Thompson with respee+ . 
a tendency to litigate claims indiserjp. 
inately. 








NEWS OF LIFE 
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PLAN FREE MEDICAL TESTS 


Canadian Underwriters Association and 
Medical Body Join to Conserve 
Public Health 


Arrangements have practically been 
completed between the Life Under- 
writers Association of Canada and the 
Canadian Medical Association, whereby 
free medical examination is to be given 
to all policyholders of practically all 
Canadian life companies at least once 
a year, the examination to be under the 
direction of the medical body, and to be 
carried out on the assumption that the 
patient believes himself well and seeks 
advice as to how to remain well. The 
work of oreanization will be taken care 
of by the public health section of the 
Canadian Medical Association, the ex- 
pense being borne by the life under- 
writers’ association, and all those en- 
titled to the periodic examination will 
be urged to take advantage of it. 


Philadelphia—In reply to a question- 
naire sent out by the managers’ com- 
mittee of the Philadelphia Association of 
Life Underwriters, much enthusiasm was 
expressed over the results of the friendly 
conference of general agents, managers 
and superintendents last year. All those 
answering the questionnaire stated that 
they had procured new ideas and had 
been helped by the conferences in solv- 
ing their agency management problems. 
It was the concensus of opinion that the 
conferences had introduced a higher 
standard of business ethics, and had 
given some good suggestions about get- 


ting better men into the business and 
keeping them in it. 
* * * 
Indianapolis—Joel tl. Traylor, John 


Hancock Mutual, has been elected presi- 
dent of the Indianapolis association. The 
first vice-president is Herbert A. Luckey, 
New England Mutual; second vice-presi- 
dent, J. Perry Meek, Indianapolis Life; 
treasurer, Ross M. Halgren, Peoria Life; 
secretary, George A. MacLean, New York 
Life; executive secretary, Joseph G. 
Woods. The newly elected directors in- 
clude Messrs. Luckey, Meek and Hal- 
gren and George F. Wainwright, Pru- 
dential; H. L. Rogers, Equitable of New 
York; E. Blake Francis, Connecticut Mu- 
tual, and V. E. Pinkus, National Life, 
Vermont. It was agreed that the quota 
of $3,200 assigned the Indianapolis asso- 


ciation for the Edward A. Woods me- 
morial be accepted and raised. 
* * * 


Miami, Fla.—Charles Quinn of the Sun 
Life has been elected president of the 
Miami association. He succeeds Harold 
Sweet of the Travelers. Other officers 
elected are Charles Gibbs, first vice- 
president; Daniel Marshall, second vice- 
president; Earl Morrow, secretary; John 
McConneghey, treasurer. Members of 
the executive committee are Walter 
Shutt, Harvey Payne, Harold Sweet, 
A. E. Edwards, Albert Golby, Joseph 
Lipnitz, Walter Pierce and A. M. Coffin. 

* * 

Kansas City, Mo.—Harley S. Daley, 
general agent for the Connecticut Mu- 
tual, is elected president of the Kansas 
City association. Other officers are 
Frank D. Masden, Connecticut General, 
first vice-president; Herbert A. Hedges, 
Equitable of Iowa, second vice-presi- 
dent; Volney H. Thomas, Mutual Benefit 
Life, secretary-treasurer. D. A. Nugent 
of the New England Mutual is executive 
secretary. 





*x* * * 

South Bend, Ind.—The South Bend as- 
sociation has named Loyal B. Wilson of 
the Penn Mutual as president for the 
coming year. Other officers’ include 
Frank D. Marsh, Bankers Life, vice- 
president, and Henry S. Chillas of the 
Connecticut Mutual, secretary-treasurer. 
The officers were selected by the board 
of directors, of which Frank D. Marsh, 














Rollo Page, Tecumseh Kilgor and Iryj 


H. Case are the new members for the 
coming year. 
* * 

New York—Leon Gilbert Simon. Spe. 
cial agent of the Equitable Life of Ney 
York, was elected chairman of the ey. 
ecutive committee of the New York Ci 
association at a meeting last week 

* * * 
Northwestern Ohio—Dr. C. E. Schilling 


of Columbus, medical director and one of 

the vice-presidents of the Ohio State 

Life, addressed the Northwestern Oh 
association at Celina, Monday. 

*x* * * 

San Francisco—F. P. Ebertz, re 


ently 


elected president of the San Francisc; 
association, has called an organizatio: 
meeting of the new officers, executive 
committeemen and advisory cabinet of 
past presidents for July 22. At that 
time Mr. Ebertz will name his com- 
mittee chairmen, assigning to each offi- 
cer and member of the executive com- 
mittee one committee over which he 
will preside as chairman during the 
year. 
* * 


Colorado—Although the Colorado as- 
sociation suspended all official tings 
during the summer months, President 
Harry C. Fabling has announced that a 
meeting will be called for Aug. 13 ir 
order that life insurance men of this 
region may hear an address by Charles 
J. Rockwell, who will be a _ Denver 
visitor then. 


mee 


Almost Touched $200,000,000 


A total of $199,008,595 written busi- 
ness, ordinary and group, is the record of 
the Missouri State Life for the six 
month period. The company’s showing 
for the six months is even more credit- 
able in view of the fact that 1928 was 
the best year in its history. 


Bank Issues Circular 
The National Shawmut Bank of Bos- 


ton has issued an advertising circular 
entitled “Two methods of creating an 
estate.” It is attracting a good deal oi 
interest among life insurance agents 


and it shows a graph comparing the 
creation of a $100,000 estate by insur- 
ance and by savings compounded at 5 
percent interest annually. 


California State Sets Record 


For the sixth consecutive month a 
new monthly record in production ot 
written and examined business was e¢s- 
tablished in June by the California State 
Life. Total business written in June 
was $2,158,848. This brought the total 
written business for the first six months 
of 1929 to $12,082,956. This is an i 
crease of nearly 44 percent over the first 
six months of 1928. 

Paid business for the six 
ended June 30 stood at $8,505,138, com- 
pared to $5,142,827 for the first six 
months of 1928. The California State 
Life started the current year with the 
goal of $24,000,000 of new business. At 
the half-way point it is slightly ahead 
its schedule. 





months 


Joins “Western Insurance Review” 


Frank S. Groves, Jr., has retired 4s 
director of publicity and manager 0! 
the extension department for the Cen- 
tral Surety of Kansas City, to join the 


staff of the “Western Insurance Re- 
view” as editor. Mr. Groves has had 
long and varied experience in all lines 
of insurance work other than life. His 
preference has generally been toward 
the publicity end of the business. He 


is a forceful writer. 
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Enthusiasm in Selling Needed to Rivet 
Attention of Prospect During Canvass, 
Says James Shannahan of Union Central | onrsitn. shih ions BooaPsiif, ine | cause they have two, three or four thou: 
: and ; 


“If you put just as much enthusiasm | note, 


nd hard work in selling life insurance | ance 
you would put into some other enter- | athle 
it, it is|a policy,” he 
the other fellow 


a> 
prise to make a 
e best paying 
know,” 


success of 
business of 


trict manager for the Union 
ife at Aurora, Ill., in a talk 


Approach” 


given during the Union Cen- 


tral agency convention at Los 


To illustrate his point that enthusiasm 
is one of the greatest requisites for suc- 


cess in selling life 


nahan told of an agent who once worked 


which I | hand 


pointed out that selling life insur-| will do for the 
fight or any othe 
“When you go to sell 


is like a ] 


tic contest. 
said, 


declared James Shannahan, dis- | lop as quickly 


yrize 


“you are there t 


as you can. In findin 


Central | the opening for that 


on “The | Mr. 


Angeles. 


insurance, Mr. Shan-/} reasc 


under him. “The fellow did: 


much and you couldn’t teach him any- 
thing, but he was the leader of almost 
40 agents,” said Mr. 


1't know 


had plenty of enthusiasm and used to | his « 
bring in lots of applications. 


it came to telling the prospect how 


much it was going to cost him, 


had to go in and make the call with this Mr. 
mention the w 


3ut when 
Does Not Want to Drag 
the Hearse to the Door 


r. Shannahan declared that he did | cording to the 
“life insurance” 


I always 


agent because he could not tell within | not 
much the policy was / any 


$20 to $50 how 
going to cost.” 


Mr. Shannahan, 








who is an athlete of | hear 


‘Policiesthat Protect’ 


| deavored 
| prospect and then make appeal to them. 

“If a man 
poor, 


I tell hir 


on I came 


id age.” 


oftener than he 
often has the effect of 


Shannahan. “He/| policy so he may 


“knockout wallop” 
Shannahan said that he always en- 
to find out the needs of the 


ord 


se’ on the prospect. 


says that he is insuranc 
n that that is the 
to see him. 
that he is doing plenty for his depend- 
ents and beneficiaries, 
want him to do something for himself 
Then I sell him an endowment form of 
have 


and that now 


protection 


had to because 
“dragging in the , he 
With his clever | cational policy, a mortgage 


‘Policies*hat Prorect ’ 


in| gave examples ¢ 


the house |] policy, or an old age protection policy 
“I find that monthly income’ insurance 
when 


Irish wit he brought down 
when he remarked—“We all have to dic 
| but hell, we don’t want to be re-| is a good thing to sell especially 
minded of it any more than we have to.” | you are increasing a man’s insurance,” 
The best way to avert the unpleasant | he said. “Most people think that fees 
connection which some prospects in-| cause they have two. three or four thou 


surance” is to translate it into what it] money to be leaving their famils 
s ee ?? Sh- " . . . = 
prospect,” Mr. Shanna- | good deal more money than the ave rage 


r | han pointed out. family has at one time itself. But when 


He urged the agents to program their] yoy talk about it on the monthly basis 
o| work, figuring out how much to write | for five or ten years, the amount doesn't 


a knockout wal-| in a year and then getting it down to a] ceem nearly so large to them.” 





g| matter of months and weeks; so that Mr. Shannahan is a newcomer to the 
they will know their quota for each day.| Union Central. He went with the com- 

| Five Intelligent Calls pany in March, 1929, and in three 

for Each Day’s Work months paid for $265,500 of business 

“ An Irishman by birth, he early in life 

e | A. man who will make five good in- | took up the sport of rowing and scull 
very | telligent calls a day with a good, force-| jing, In his entire career abroad he won 
I tell him | ful, determined canvass can not help] p:ore than 250 championship races. In 
niaking good, he declared rhis trans-| 1909 he came to America and became 
I lation of life insurance into terms oO! | a dry goods salesman. Here he took up 
| what it will do, Mr. Shannahan char-| hammer throwing and the weights and 


| acterized as “dressing it up,” and he | won several championships in these 
f ways in which he sports also. Mr. Shannahan represented 


| dressed up policies while making th America in these events in the 1920 
| approach. ; Olympics Previous to coming to th 
| Mr. Shannahan said he had no set,| Union Central, he was a district supet 
| definite approach, but governed it ac-| jntendent for the Metropolitan 


] 
» prospect and what he Aurora 
thought would make a good appeal to 





it | him He gave examples of approaches = : ; 
d : f , The National Underwriter Life In 
used in various cases—as tor an edu- urance Distributions Number will be 
protection out soon Order your extra pies now 
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—and ammunition to fit the job. 

From Juvenile to Corporation 
$ needs and a coverage for every 

requirement in between. 


This range of forms gives you all 
you need to shoot with—however 
we add to that a close friendly 
co-operation—a service of paying 
all death claims the day satisfac- 
tory proofs arrive and the invest- 
ing of our premiums in the 
territory we serve. ® 








These and our financial standing 
make The Farmers and Bankers 
Life a good company to represent. 


Ufo FARMERSEBANK 


Life Insurance Compant 


4 H. K. Lindsley J. H. Stewart 
ao” Sennk B. Jacobshagen ‘'"" PRSHSENE 
TARY 


WICHITA.KANSAS: 
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ACTUARIES 








CALIFORNIA 





_ OATES & HERFURTH 


CONSULTING ACTUARIES 
Barrett N. Coates 114 Sansome St. 
Carl E. Herfurth 


. Sap Francisco 
W. C. Green, Associate SUtter 5237 








ILLINOIS 
ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


190 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 








H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 





HAH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








IOWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








MISSOURI 
, ee ~~~ Cc. GOOD 
Consulting Actuary 
404 R. A. Long Bldg. 


Tel. No. Harrison 4899 
Kansas City, Mo. 











OHN E. HIGDON 


ACTUARY 
317 Shukert B) Kansas City, Mo. 
1616 Chemical » St. Louis, Mo. 





NEW YORK 





Bees %. Sass 6 oe 


CONSULTING 
ACTUARIES 


ss W. “th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
py SA 
Richard Fondiller Harwood B. Ryan 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 

e .COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Racerves ° 


Values, etc., 
minations Made. 
































HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 


* * 


Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE 


* 


* * 


PHILADELPHIA, PENNA. 




















The Life Insurance Company of Virginia 
58 Years of Existence 


1871 


JOHN G. WALKER 
Chairman of the Board 


Rick 1 Virgini 


1929 


BRADFORD H. WALKER 
President 
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Heavy Tax Boost 
Proposed by Body 


(CONTINUED FROM PAGE 3) 


1926 and 1928 revenue acts shows as 
follows: 

(a) The total tax payable by life in- 
surance companies under the acts as 
written for the years 1921 to 1928, in- 
clusive, amounts to approximately $112,- 
066,000, or $349,323,000 less than would 
have been assessed if the full theoretical 
tax had been specified. 

(b) The treatment of tax-exempt in- 
terest in connection with a special de- 
duction provided for in the revenue acts 
has been declared unconstitutional by 
the Supreme Court of the United States. 
This results in a final tax for the eight 
years, 1921 to 1928, of $76,090,000, mak- 
ing a further tax reduction of $35,976,- 
000 (at least $30,000,000 of the $35,976,- 
000 is refundable). 

(c) The final tax on life insurance 
companies for the eight years will be 
epproximately $19,017,000 less than 
would have been collected under the 
provisions of the 1918 act, in spite of the 
fact that the new provisions were de- 
signed for the purpose of getting more 
tax. 

4. From an investigation of the theory 
of our present life insurance provisions 
it appears as follows: 


Analysis of Present Law 


(a) It is theoretically sound to tax 
life insurance companies on the basis of 
their investment income. Premium in- 
come can not logically be considered as 
taxable income to the company. 

(b) It is not theoretically sound to 
exempt life insurance companies from 
taxation on an amount equal to 4 per- 
cent of the mean of their reserve funds 
held at the beginning and end of the 
year. 

(c) It is not consistent to allow life 
imsurance companies to exclude capital 
gains and losses from the computation 
of their incomes, when every other cor- 
poration in the country must include 
such gains and losses. 


Special Treatment Needed 


5. In spite of theory, it appears that 
life insurance companies should receive 
special treatment and not be subjected 
to the full theoretical tax for the fol- 
lowing reasons: 

(a) A tax levied on life insurance 
companies will be borne, at least largely, 
by the policyholders. It is estimated 
that 65,000,000 different individuals hold 
insurance policies, and as we have less 
than 3,000,000 income tax payers, it will 
follow that more than 62,000,000 in- 
dividuals who should be exempt from 
taxation will be taxed indirectly by this 
tax collected at the source. 

(b) The state taxes, licenses and fees 

have become so heavy on life insurance 
companies that a heavy federal tax 
would be hard to bear and even might 
put our companies at a disadvantage in 
competing with foreign companies. The 
state and local taxes at present are 
about four times the federal income tax. 
(c) The insurance company must esti- 
mate federal taxes for a long period in 
the future in making its life insurance 
contracts. A sudden and large change 
in the tax on life insurance companies 
would, therefore, affect the value of the 
contracts already in force. 
(d) The public service rendered by 
the life insurance business in reducing 
pauperism and encouraging thrift can 
not be overlooked, especially when it is 
remembered that these companies are 
nearly all on a mutual or profit-sharing 
basis and that other mutual organiza- 
tions and even certain industries not on 
a mutual basis receive special relief 
under our revenue act. 


Set Tax Limitations 


6. In investigating the problem of 
what should be a fair tax on life insur- 
ance companies, the following limits 
seem reasonable: 

(a) Maximum tax.—It would be un- 


income of life insurance companies ay 
rate higher than the normal rate (5 Der. 
cent) on individuals, for to do so woxy 
be to tax practically every individual 
having a policy at a rate higher than} 
would pay if the income accrued to hig 
direct. For 1927, the maximum tax 
computed to be $29,560,600 on the aboy, 
principle. 

(b) Minimum tax.—The tax on ingy. 
ance companies should not be less tha 
the tax that would be returned at 4, 
standard corporation rate on their jp. 
crease in surplus and on their divideng 
to stockholders in the taxable year, Thi 
tax would certainly appear fair as th 
direct interest of the policyholders j, 
the company is represented by the rm. 
serve and not by the surplus, and fp. 
cause the stockholders of an insurang 
‘company should not be treated differ. 
ently than the stockholders of any oth 
corporation. For 1927 the minimum tz 
is computed to be $24,308,622 on th 
above principle. 

One Fault of Old Plan 


7. It appears that under existing lay 
life insurance companies may be taxed 
in exceptionally bad years when they 
actually lose money on their total bus. 
ness. This would happen if conditions 
similar to those of 1918 should occur, 
This taxation in years of loss is believed 
inconsistent with the principles of ow 
income tax. 

8. After the investigation of severd 
methods of taxing life insurance con- 
panies which would result in a fair tay, 
the following method is presented for 
examination and analysis: 

(a) The gross income of insurance 
companies to include all interest, divi- 
dends, and rents received in the taxabk 
year, except interest from tax-exempt 
securities. 

(b) The net income to be computed 
by deducting from gross income do 
mestic dividends, investment expenses, 
real estate expenses, depreciation, inter- 
est paid, and a specific exemption of 
$3,000 in the case of companies having 
a net income of $25,000 or less. Th 
deductions mentioned above to be de- 
fined as in the case of the present law 
and subject to the same limitations. The 
special deduction of 4 percent of the 
mean reserves and 2 percent of the re 
serve for deferred dividends, provided 
for in the 1928 act, not to be allowed. 


Methods of Computation 


(c) The tax to be computed on the 
net income, determined as above speci 
fied, by applying thereto a rate equal 
to one-third the rate of tax levied o 
ordinary corporations for the same tax- 
able year; or, at the option of the insur- 
ance company, the tax may be computed 
at the full standard corporation rate 
upon the net income computed on the 
cash receipts and disbursements basis 
under the same provisions as are Pprt- 
scribed in the case of the ordinary cot 
poration. 

9. The above method, while arbitrary, 
does not violate the principles set forth 
in this report. It would result for the 
year 1927 in a total tax upon life insur- 
ance companies of approximately $26; 
605,000. This tax meets the require 
ments of the fair tax already stated. 


Detroit Life Enters Four. States 


The Detroit Life announces the a? 
pointment of general agents in Louis 
iana, Arkansas, Missouri and Mississ- 
ippi. The Hartwig Moss Agency o 
New Orleans will represent the com 
pany in Louisiana, the Hardy agency 
of Little Rock in Arkansas and the Mc 
Gee Agency of Kansas City in Missout! 
Heretofore the company has confined 
itself entirely to Michigan. 


—— 





Wanted—Field Supervisor 


for State of Wisconsin. Must have several 
years successful experience selling life i 
surance. Salaried position. Address M-92, 
care The National Underwriter. 
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The Reason 


will interest youif....... 
TT 


If you are interested in selling life 
insurance you will be interested in the 


in key to the Gem City Life’s record of 
increasing its assets and insurance- 
in-force by more than twelve-fold in 

ten years ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


12 


TIMES 


THE If = = = ha ~ —~— 
president, he w e glad to give 
INSURANCE you complete details of our agency 
IN contract and reasons why it will pay 
FORCE you to join the Gem City Life. 
" Eight millions of increase first eight 
months of 1928. 


TERRITORY OPEN 
In Ohio, Michigan, District 
of Columbia, West Virginia, 
Georgia, Alabama and 
Lowisi 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 





s having 











A YEAR OF 
SIGNIFICANT PROGRESS 


20” 


Increase in .New 
.- Paid for Insurance 
in 1928 


HOME LIFE INSURANCE COMPANY 
OF NEW YORK 
JAMES A. FULTON, 


Agency Vice President. 


ETHELBERT IDE LOW, 
President. 
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YOU 
CAN MAKE GOOD 


It does not all depend on you—it 
depends as much on your Company 
and the cooperation offered you. We 
have agency openings in Thirteen 
States offering personal assistance as 
well as bank cooperation. If you want 
us to help you make good in the life 
insurance business get in touch with 


O. L. HOLLAND, President 


AMERICAN NATIONAL 
ASSURANCE CO. 


3719 Washington Blvd., St. Louis, Mo. 














We are only seven years old, with over 
$90,000,000.00 Insurance in force. Why 
not connect: with us now? You will, 
no doubt, wish to eventually. Excel- 
lent territory and a splendid chance 
for promotion. Address all communi- 
cations, giving references, to 


A. F. SEELIG, Agency Manager 


Cuicaco NationaL LIFE 
INSURANCE COMPANY 
1400 West Washington Blvd. 
Chicago, Illinois 
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12 inch mortars of our mighty 
Coast defense at Fort Totten 
belching a warning of the pro- 
tection they are prepared to give 


ROMTEC TION 


Because of our close knit organization 
we are in an unusually favorable position 
to protect our agents’ interests and to 
help them over the rough spots. This 
protection is not confined merely to our 
better producers—the same concern is felt 
and the same cooperation is extended to 
the novice struggling to; make the grade. 


You'll like The Peoples Life-—the company that 


does more for its agents 


THE PEOPLES LIFE INSURANCE 
COMPANYS ILLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman::President. 
G.L.Lutterloh: - -Secrefary 
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